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We have just been licensed in the states of 
Maryland, Virginia, West Virginia and North 
Carolina, and are making contracts for General 
Agency connections with agents of proven abil- 
ity. 

THIS IS 100% VIRGIN TERRITORY 

The insurance man with a foresight will see 
in this an opportunity that is extraordinary. 
It will be a money-maker for the man who gets 
in ‘fon the ground floor.”’ 


Write the Home Office Now for Information 
regarding a General Agency Contract 


INTER-STATE 
BUSINESS MEN’S ACCIDENT ASSO. 


The Oldest Organization of its Kind in America 
BROWN HOTEL BLDG.—DES MOINES, IOWA 
ERNEST W. BROWN, Sec’y-Treas. 
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HOME OFFICE: NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


The agent’s active representation secures to- 
day’s profit, but only the good reputation of his 
company will guarantee the year after year royal- 
ties of sure renewals and sustained public esteem. 





MINN 








TT 























2S SS TU EEE 











Cet TTT: 








| : [ilies taint] © 


eT I <P 


een U UT ino PAS, 








rem: 








THE SPECTATOR Thur 





—— 


7, S ; 
x ZEEE 
































Insurance Salesmen 


who are interested in 


Close and Timely Cooperation 
between 
Agent, Policy-Holders 
and Home Office 


and who are looking for those 


factors in an organization that 


make for 


Happiness and Success 
The 


Merchants Life Insurance Company 








offers 
Attractive General Agency 
Contracts 
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Ohio Pennsylvania Indiana 
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Desirable territory also 
available in West and Central West. 








Correspondence Solicited 


MERCHANTS LIFE a 
INSURANCE COMPANY \\ 


WILLIAM A. WATTS, President \ 
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The Cancer Mortality Rate for 1923 


By Freperick L. Horrman, LL.D. 
Consulting Statistician, the Prudential Insurance Company of America 


» HE cancer death rate of American cities dur- 
ing 1923 reached the really extraordinary 
figure of 108.5 per 100,000. This rate is 
based upon a population of 20,839,737, 
among whom there occurred 22,616 deaths. 
While the rate for the country at large is 
somewhat less it is not likely to be very 
materially modified by the additional re- 

turns which will be available in course of time through the 
Division of Vital Statistics of the U. S. Census. In any event, 
it is a safe forecast that the present mortality from cancer in 
the continental United States is probably not far from 110,000. 
In former discussions I have used an estimate of 100,000, while 
ten years ago, when the campaign for the control of cancer was 
initiated, the estimated mortality for the country at large was 
placed at 75,000. The result of the present tabulation chal- 
lenges the most profound interest on the part of all concerned 
in the problem of cancer causation, methods of treatment and 
possible means of prevention. The rising cancer death rate re- 
flects in a large measure continued apathy and indifference to 
the known facts of cancer control. Until these facts are more 
widely disseminated among the people at large, more thoroughly 
understood and more rigorously applied, it is quite probable 
that the death rate will continue to increase. 

According to table A the cancer death rate in 23 cities with 
continuous records since 1906 has increased persistently from 
74.5 per 100,000 in 1906 to 108.5 per 100,000 at the present time. 
The results of the present investigation in detail in individual 
Cities, and for the year 1923 are given in somewhat more ex- 
tended form for 37 cities in table B. 


The record following gives the results for 23 American cities 
since 1906: 


TABLE A—CANCER IN 23 AMERICAN CITIES, 1906-1923 
Rate per 

Cancer 100,000 Population 
10,560 74.5 
11,201 76.9 
11,490 76.8 
12,451 81.1 
13,034 82.7 
13,449 

14,205 

15,152 

15,654 

16,040 

16,729 

17,417 


Population 
. 22. 14,178,628 


Year 

1907 

LQG is) <6: s ics coco o RS FIORORS 
IQIO 15,755,127 
IQII 16,148,512 
TOES So notin wasn oo POSSE OOS 
WOQEG eco c scien we ne IO OR 
IQI4 17,328,660 
IQUE So 06:6 ccc cacenwe DP eeOS 
WQS ois ok ca cs ov IEE AO 
TON oo «cece bis ne ISOR OSS 
IQIS co ode saves « IGGL 2E 
TONGS 65 occ wc n ss IQZO5. 500 
1920 19,688,582 
IQZT o 6 oc bobo cs 2 POORER OOF 
RA een 


ROA so kaka ae 


. 14,960,886 


Table B reveals a most disquieting condition now affecting the 
health and longevity of the major portion of our adult popula- 
tion. It is shown that in 24 out of the 37 cities the rate ex- 
ceeds 100 per 100,000, a rate which by any standard must be 
considered the extreme to which it has been expected the rate 
would attain in recent years. Out of the 37 cities the highest 
cancer death rate was reached in the City of Springfield, II., 
or 169.4 per 100,000. This is followed by San Francisco, Cal., 
with a rate of 156.3 and Albany, N. Y., with a rate of 150.0. 
The five cities next in the order of importance are Boston, with 
a rate of 148.3; Providence, R. I., 134.3; Cincinnati, O., 131.4; 
Los Angeles, Cal., 130.5, and Spokane, Wash., 130.3. 

Relatively low rates from cancer were experienced in Norfolk, 
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Va., where the rate was 54.9; Detroit, Mich., 67.4, and Dayton, 
O., 74.3. 

Of course all crude rates are subject to the restriction of 
possible age and sex variations in the population, which perhaps 
should be taken into account. This is done in due course of 
time in the more extended tabulations of the Division of Vital 
Statistics of the U. S. Census, and any conclusions based upon 
the present table must not be drawn too far, but as regards 
localities with excessive cancer death rates, may be, on the 
whole, accepted as an approximate indication of a decidedly dis- 
quieting condition affecting the adult population of the locali- 
ties concerned. 








TasBLE B—CARCINOMA AND SARCOMA IN 37 CITIES, 1923 
Deaths from Death Rate 
City Population Cancer per 100,000 

BARU ING OY chins mersse:semis 117,989 177 150.0 
BSMONS, DIG. 2.056. cis ae 795,090 981 123.3 
ASTCOGS . Ea rere 776,307 1,151 148.3 
ESTES]. ee ene 2,857,422 2,904 103.7 
CONCUICEL: Ra, ¢ eee 414,790 545 131.4 
CTS Ae Cer 881,318 792 89.9 
DN OS. CS Sa ae e 165,471 123 74.3 
CS a, Co (ee 272,227 332 122.0 
Des Momes, Ta... .ic..i6-s0cies 140,748 150 106.6 
Dees ( (te) 1,180,360 706 67.4 
Grand Rapids, Mich....... 146,664 135 92.0 
Marttord, Gon... .osss-6e6 151,924 121 79.6 
Indianapolis, Ind........... 341,725 379 110.9 
osaanpeles, Cal... .).):.:2.. 669,003 873 130.5 
Peri: <i e 238,523 206 86.4 
Milwaukee, Wis........... 487,202 400 82.1 
Minneapolis, Minn......... 409,300 525 128.3 
ME WANEK INS Gnicc aw iecive cars 438,614 400 92.6 
New Orleans, La.......... 404,600 477 117.0 
New: York City... <0... s 5,033,715 6,287 106.0 
eC E LS Let a er 132,903 73 54.9 
PhManelpgia, Pass. <..0 0:00 1,921,712 2,234 116.3 
Un le Os 608,038 550 Q1.4 
Providence, RB. 1....6ccs00ss 242,736 326 134.3 
Racnmpnd, Va. .c.<ses.c0ss 187,515 158 84.3 
Sale sale KORY. Sa actinic 127,372 138 108.3 
Sacramento, Cal........... 73,420 94 128.0 
San Francisco, Cal......... 538,851 842 156.3 
Scranton, Pa.............. 140,838 115 81.7 
Seattle AWA. a occiswievewe seuss 344,715 383 ihe Ga 
See ES Toe CS ae 805,003 868 107.8 
Spokane, Wash. .<6% 0.00%. 105,137 137 130.3 
Societe (Coe || 61,991 105 169.4 
Springfield, Mass.......... 144,060 149 103.4 
RCO! ND) ijs.c crtsiclsiewneaxes 269,597 250 92.7 
MIEKA) ANAT 555 oo eere sre cine 52,343 34 103.2 
Washington, D. C......... 475,381 484 101.8 

“SE Se eer 23,055,312 24,786 107.5 


For certain cities, which, for the time being, have been 
omitted, the evidence of an excessive cancer mortality is clearly 
suggestive. Of particular interest is the high death rate for 
San Diego, Cal., which during 1923 reached the truly startling 
This is based upon a population of 87,172, 
Certain smaller 


~~ =~ 


proportion of 175.5. 
among whom there occurred 
communities, such as Concord, N. H., show also startling indi- 
cations of an excessive occurrence of cancerous affections. 
For Concord, for 1923, the death rate was 147.2. Another 
locality with a high relative death rate is Newport, R. I., 
where among a population of 31,551 there occurred 43 deaths 
from cancer, equivalent to a rate of 136.3. 


153 deaths. 


As is well known for some years past efforts have been 
made to arouse the public to the menace of cancer, but as a 
disease which in many cases admits of the assurance of hope- 
ful results if early and qualified treatment is employed. The 
American Society for the Control of Cancer has been dis- 


es 


seminating a wealth of useful information, and given further 
ance to local movements for the holding of meetings at which 
essential cancer facts and suggestions were brought to public 
attention. A similar movement has recently been inaugurated 
in England under the name of the Imperial Cancer Campaign, 
which, in a general way, is adopting methods quite similar to 
those of the American organization. An International Cancer 
Congress was held last year in Brussels, Belgium, at which 
the continental point of view was set forth with considerable 
ability, and from the resolutions and efforts of which much 
good may be expected. An international committee was 
formed with offices in Paris which aims at the co-ordination 
of efforts and standardized methods of procedure while dis- 
seminating new information of practical value to those inter- 
ested in cancer control. 

Cancer research has heretofore been largely but not exclu- 
sively concerned with the highly scientific inquiries into the 
biological and pathological aspects of the disease. Much of 
this effort aiming at the finding of a cancer cause has been 
entirely barren of results. Cancer knowledge, however, has in 
many directions been enormously increased, and it may safely 
be said that concerning few diseases are the general facts better 
known and understood than in the case of cancerous affections, 

Research along broader lines has been attempted at dif- 
ferent times, but also with results far from practically useful. 
In view of the extremely high cancer death rate of the City 
of San Francisco a cancer survey of that community was 
initiated under the auspices of the Local Board of Health sup- 
ported by life insurance interests and the co-operation of the 
local medical profession. This survey rests upon tried prin- 
ciples of statistical procedure amplified by the best knowledge 
available regarding the conditioning circumstances under which 
cancerous affections are likely to arise. The survey when com- 
pleted will reveal a vast amount of new information which, it 
is to be hoped, will prove useful in connection with similar in- 
vestigations elsswhere, for it is obviously of the first impor- 
tance that control data for other communities should be ob- 
tained. It is, therefore, most gratifying to be able to say that 
similar investigations following identical methods are in prog- 
ress in Boston, Buffalo, Albany, New Orleans and the City 
of Portsmouth, Eng. The investigations in these localities cover 
the last five years, or the five years ending with 1924. They 
consider in each case the actual certificates of deaths from 
cancer during the period under review, while efforts are being 
made to amplify the information by means of a questionnaire 
soliciting specific information from living cancer patients. The 
questionnaire in use has been prepared as the result of an 
extended conference with some of the very foremost authorities 
on cancer in the world. The more liberal the co-operation ex- 
tended to the survey in this respect, the more useful will be the 
results. The information thus far secured is in any event ex- 
tremely suggestive of conditioning circumstances which if 
thoroughly understood should admit of being applied to methods 
aiming at the prevention of cancer among a population suff- 
ciently intelligent to comprehend the unmistakable statistical 
evidence. 

An important sidelight on the cancer question has been pro- 
vided by recent investigations into the practical non-occurrence 

(Continued on page 21) 
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UP TO MR. BEHA 

HE remarks of Superintendent of 

Insurance Francis R. Stoddard, 
Ir, of New York, regarding the applica- 
tion of the General Insurance Company 
of America for admission into that State, 
have at least served to clearly outline the 
position taken by the Empire common- 
wealth in the matter of companies writing 
multiple line business. Commenting on 
the fact that such companies incorporated 
outside the State have often sought ad- 
mission to New York, Mr. Stoddard re- 
viewed the entire history of multiple line 
insurance in his territory, both as affect- 
ing American and foreign insurers, and 
expressed the opinion that he could see 
no reason why a company like the Gen- 
eral Insurance, writing a full automo- 
bile coverage outside of New York and 
having ample financial resources, should 
not be permitted to write in New York 
the lines therein permissible for a fire 
insurance company. He did not think 
that the State of New York should arbi- 
trarily regulate insurance within its hor- 
ders so as to bar outside companies seek- 
ing entry, provided that they had complied 
with the requirements of the laws of the 
States in which they were domiciled. 
in conclusion, to the case of 
the General Mr. 


Referring, 
Insurance Company, 
Stoddard stated : 

For the reason, however, that my term of 
office will end on July 1, and I do not care to 
embarrass my successor by any action taken by 
me, I will defer taking action on the admission 
of this company in order that my successor may 
decide the question as well as the future policy 
of the department. 





This means that one of the first de- 
cisions to be made by James A. Beha, the 
new Superintendent of Insurance of New 
York, will concern the General Insur- 
ance Company and, more broadly, the 
entire question of extra-territorial juris- 
diction over insurance covers which may 
legally be written by particular companies 
in other States, but not by other State 
companies in New York. If that decision 
is in favor of multiple line writings, out- 
side companies operating in New York 
may, for the first time, find themselves 
approaching an equal footing with Lon- 
don Lloyds, and the weight of the regu- 
latory hand of the New York Insurance 
Department, as it presses on other State 
companies wishing to enter New York, 
may be somewhat lessened. 





NE or two insurance journals have, 

perhaps unnecessarily, discussed the 
question of the proper observance of re- 
lease dates in publishing convention ad- 
dresses and reports. In particular, the 
question was raised as to the propriety of 
the holding back 
editions of weekly journals containing 


for some hours of 
such matter, to comply with the wishes 
of officers of an association holding an 
important meeting, until after the time 
of delivery of addresses or reports, thus 
enabling subscribers to read such ad- 
dresses nearly a week earlier than they 
otherwise would. It happens that THe 
Spectator is published on Thursday, the 
same day of the week on which the recent 
annual meeting of the National Board of 
Fire Underwriters was held, and thus it 
was able to supply its readers promptly 
with the essential information concern- 
ing that meeting by holding the paper 
out of the mails until Thursday noon. 
Some other papers may secure a like ad- 
vantage when other important meetings 
are held on Friday or Tuesday, for ex- 
ample. There seems to be no good 
ground for criticism of such a course, 
and, in the long run, it is as fair for one 
journal as for another. 


¥ is gratifying to learn that the con- 
troversy which has been in progress 
tions in the Dixie Fire Insurance Com- 
pany, of Greensboro, N, C., has now been 
settled to the satisfaction of the parties 
The dispute arose 


for many months between opposing fac- 


directly concerned. 
over the reinsurance contract entered into 


5 


by the Dixie Fire with the Hartford Fire, 
and the transfer of the majority stock 
holdings of the Blades-Robinson interests 
to the supporters of President H. R. Bush 
assures the continuance of the reinsur- 
ance arrangement and removes any doubt 
which may have arisen, because of the in- 
ternal dissension, as to the future of the 
Dixie Fire. The Dixie ranks among the 
leading fire insurance companies of the 
South, having assets of over $1,335,000, 
with a policyholders’ surplus exceeding 
$1,020,000; and its friends will be glad to 
know that the obstacle of conflicting 
ownership interests has been removed 


from its path. 





UNDERWRITING AND INVESTMENT 
PROFITS AND LOSSES OF CASUALTY 
AND MISCELLANEOUS COMPANIES 
IN 1923 

HE record of one hundred of the 

leading casualty and miscellaneous 
insurance companies during 1923 shows 
that they had in the aggregate an under- 
writing loss of .2 per cent. Included 
among these companies are the large mul- 
tiple line companies, which embrace 
among their writings liability, both auto- 
mobile and general, workmen’s comperisa- 
tion, burglary, plate glass, fidelity and 
surety, steam boiler, accident and health 
insurance, etc.; also companies confining 
their operations to health and accident in- 
surance, to fidelity and surety, to plate 
glass, and to various other lines. 

In the table herewith presented the 
underwriting income earned of these 
one hundred leading casualty companies 
amounted during the year 1923 to the 
sum of $479.475.085. Against this large 
amount, losses incurred ageregated $241,- 
524.306, while there were expenses of 
$238.725.980, making the combined losses 

1 underwriting expenses $480,250,286. 
It is apparent that there was a net under- 
writing loss to the companies listed of 


Sar 
thé 
I 


5.201 or .2 per cent. 

nvestment income totaled $21,987,815, 
from which being deducted the under- 
writing loss, leaves surplus earned of 
$21,212,014. During the year the com- 
panies paid in dividends to stockholders, 
or in the case of foreign companies made 
remittances to home offices (after deduct- 
ing amounts paid in to surplus funds but 
also including, in certain cases, dividends 
paid to policyholders) the sum of $21,- 
(Continued on paye 11) 
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SEEK REDUCED RATES 


Associated General Contractors Want 
Lowered Premiums 








CONFERENCE WITH SURETY MEN 





Favor Elimination of Bid Bond on Con- 
tracts—Insureds to Give Full Informa- 
tion With Application 
Wasuincton, D. C., June 9.—Surety com- 
panies were called some hard names and con- 
tractors were told just why not all of them are 
good risks at the conference held between rep- 
resentatives of the two industries at the De- 

partment of Commerce on June 7. 

The meeting was addressed by Secretary 
Hoover, whose speech was the only peaceful 
part of the conference. He told of the need 
of co-operation between various industries 
whose interests met and made some suggestions 
to contractors about avoiding business depres- 
sion by saving some of the boom-time business 
until contracts got slack. 

He then left the conference to its own de- 
vices. Both sides made some very emphatic 
statements about the activities of the other, 
with the result that the whole situation of the 
bonding of contracts was aired and clarified. 
The conference was called by the Associated 
General Contractors, whose members are seek- 
ing a reduction of premium rates, in part by 
the elimination of incompetent and irresponsible 
contracts which would reduce the losses to the 
insurance companies. They charged, however, 
that there are too many cases where commis- 
sions are split, where bonds are written on con- 
tracts that do not “look good,” that some con- 
tractors get too much free service and that the 
whole situation was unsatisfactory. 

On the other hand, the insurance represent- 
atives pointed out that there are many con- 
tractors who are not good risks, yet whose 
business must be covered and who were respon- 
sible for any excessive rates that might exist. 
Premiums, as in other branches of the insur- 
ance industry, are based upon risks and experi- 
ence. The risk is increased by the irrespon- 
sible contractor, who is not only a hazard to 
the bonding company but to the responsible 
contractor and to the Government employing 
him, 

The irresponsible contractor could be elim- 
inated by a credit system, it was declared by 
representatives of the Associated General Con- 
tractors. This met with objection from the 
surety companies, however, that often a man 
is a poor financial risk but a mighty good 
moral risk. Such a man would be eliminated 
by straight credit rating, which would be un- 
fair, for he is often more desirable than a 
contractor with a _ better financial standing. 
However, the contractors were told, there is 
now heing made a study of this subject by a 
committee of surety men. 

After a full discussion of the situation gen- 
erally, it was agreed that another meeting 
should be held in the fall, probably September, 
and that in the meantime a study should be 
made of the various problems entering into 


the whole matter. Accordingly, a resolution 
was adopted favoring the elimination of the bid 
bond on contracts and the sureties consent, and 
another resolution was agreed to that all con- 
tractors should furnish fuli and accurate in- 
formation at the time of making surety bonds 
as to their financial standing, experience and 
contingent liability from work on hand, and 
that none of this information should be more 
than six months old. 

A committee of three was provided for to 
study the improvement of methods of ascer- 
taining credit information, and another com- 
mittee is to survey the present practice of 
surety companies in giving free service in en- 
gineering information and estimates. Other 
committees will consider the publication of the 
name of surety companies on each surety bond, 
uniform enforcement of the time penalty and 
similar questions. 

The insurance industry was represented at 
the conference by E. A. St. John, president, 
and A. M. Cook, vice-president, National 
Surety Co.; E. W. Bush, engineer, A£tna Cas- 
ualty and Surety Co.; Richard Deming, vice- 
president, American Surety Co.; R. F. Proctor, 
vice-president, Maryland Casualty Co.; F .A. 
Bach, vice-president, Fidelity and Deposit Co.; 
Adney Hall, vice-president, United States 
Fidelity and Guarantee Co., and H. G. Bagerow 
of the Continental Casualty Co. There were 
also present Arthur G. Howell, National As- 
sociation of Casualty and Surety Agents; Hol- 
combe G. Johnson, W. G. Wilson and C. R. 
Lawrence, Cleveland; Charles H. Burras, Chi- 
cago, and J. K. Livingston, Detroit, represent- 
ing the agents. 


VINCENT CULLEN’S PARTY 
Will Take New York Brokers on Trip to 
Boat Races at Poughkeepsie 


Vincent Cullen, manager of the New York 
office of the Fidelity & Deposit Company of 
Maryland, Baltimore, has arranged an outing 
for next Tuesday, June 17, at which about 
seventy-five of the most prominent insurance 
brokers in his territory will be the guests of 
the company. A vessel has been chartered and 
the party will go up the Hudson River to 
Poughkeepsie for the purpose of witnessing 
the annual collegiate boat races there. The re- 
turn will be made that night and will be 
featured by a dinner on board, arrangements 
for the catering having been made with 
Sherry’s and an orchestra having been hired 
for the entertainment of the group. 

Among the many noted insurance men who 
have accepted Mr. Cullen’s invitation are 
Walter Kent of Brown & Crosby; H. W. 
Schaeffer; Walter Sinnot of Johnson & Hig- 
gins; Paul Sinnot and Thomas Canty of Sin- 
not & Canty; and John Higgins of Clausen, 
Bailey & Karney. The event promises to be 
an extraordinary affair, during’ which, while 
business discussions as such will be banned, the 
brokers and those executives of the Fidelity & 
Deposit’s New York office who attended will 
exchange viewpoints and fraternize generally. 
It is an innovation in the way of an outing, and 


will be attractive to a high class of brokers. 
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TEMPORARILY SHELVED 


Fitzgerald Bill Remains in District 
Committee 


WILL EMERGE IN DECEMBER 








Author’s Attempts to Force Measure Fail 
—Final Defeat Hinted At 


WasuHincton, D. C., June 9.—The end of 
the first session of the 68th Congress leaves 
the Fitzgerald monopolistic workmen’s in- 
surance bill for the District of Columbia to 
gather dust in the desk of the District Com- 
mittee for the next six months. 

For some weeks prior to the adjournment of 
the session, Representative Fitzgerald made 
continuous efforts to get his bill out of the 
hands of the committee and on to the floor of 
the House, resorting, to that end, in some 
methods which gained for him the enmity of 
fellow members on the committee and which, 
it is believed, had not a little to do with his 
failure. By methods which roused the ire of 
his associates, he did succeed in getting the 
bill out of subcommittee and before the full 
committee, but there it stuck and his efforts to 
get special consideration of the measure by the 
rules committee failed. 

This being the end of a session and not the 
end of a Congress, the bill does not die, but 
remains in its present status, in committee, un- 
til the next session convenes in December, when 
all business will be taken up where it was left 
off on June 7, when Congress adjourned. It 
was Mr. Fitzgerlad’s hope to have the bill 
through the House before adjournment, in 
which event it would be before the Senate 
when the new session opened and there would 
be time to have it taken up for consideration. 
As it is, the next session is but three months 
in duration, and that time will hardly be long 
enough for the bill to get through both Houses, 
in view of the opposition in the House of Rep- 
resentatives which is growing steadily, and 
when the Congress dies, on March 4, the bill 
dies with it unless it has been passed before 
that date. 





New York Office of Independence In- 
demnity to Hold Annual Outing 
June 14 
The New York metropolitan office of the 
Independence Indemnity Company will hold its 
second annual outing Saturday, June 14, at 
Gillies Hotel, Great Kills, Staten Island. All 
sorts of amusing and interesting features have 
been planned for the day. Among them will 
be a baseball game between teams chosen from 
the metropolitan office and the agents. A tug 
of war between the same opposing forces will 
follow the baseball game. As a fitting climax 
for the holiday, a dinner-dance will be given 

at the hotel in the evening. 

The affair has been supervised and planned 
by E. B. Anderson, vice-president, in charge 
of the New York branch office. It is Mr. 
Anderson’s intention to motor up to the outing 
in private cars together with the other mem- 
bers of the staff and their guests. 
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YOU know a man among your clients who should carry 
Group Life Insurance on his employees. You can go 
into his office and talk to him; he has confidence in 


what you say. 


WE know about Group Life Insurance, and how it will 
profit your employer-friend to buy it. Through the 
personal sales assistance of our local office we can join 


forces with you and place the policy. 





Group Insurance is one of the lines on which the Missouri 
State Life Insurance Company offers a perfected brokerage 


service to all insurance men. ‘The Company’s representa- 


4 tive in your community will handle business for you either 
xy. on a one-case agreement or a brokerage contract. 
fu. Pay. 
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HAVANA IN 1925 > — 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. SINGLETON, President 
Home Office - - ST. LOUIS 


Over Half a Billion in Force 
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GENERAL AGENTS 


The fire insurance agent who does 
not have a life insurance company 
contract is overlooking a nice in- 
come each year. Life insurance can 
be handled in your agency with very 
little additional cost which leaves 
practically all of the commission on 
life business a profit to you. 


For particulars in regard to our con- 
tracts address 


A. O. HUGHES, Vice-Pres. 


in charge of Agencies 


Farmers National Life Ins. Co. 


OF AMERICA 


3401 S. Michigan Ave., Chicago 


























STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE rT CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 














INDISPENSABLE TO EVERY LIFE AGENT 


Two Companion Pocket Publications 
Unequalled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Rates, Applications and Policies 
THIRTY-THIRD ANNUAL EDITION, 1924 


Presents complete premium rates and policy forms of 184 
companies. 

THE Hanpy GUIDE gives the facts concerning premium rates, 
surrender values, policies and applications of the active life 
insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to- 
gether. The volume also contains annuity rates, reserves upon 
various mortality tables and rates of interest, etc. 

Its value to every progressive agent is incalculable. 

In the many years of its publication THE HANDy GuIDE has 
maintained the highest reputation for reliability and complete- 


ness. 
Price, in flexible binding, $4.00 
Price, with thumb index, $4.35 


Vest Pocket 
Life Agents Brief 


1924 EDITION 


A most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. 

Premium rates for 134 companies shown at a glance. All 
companies listed under each age. 

Dividends and Average Yearly Cost for 5 and 10 Year 
Periods. A valuable series of tables, showing dividends paid 
year by year for a period of ten years and the average yearly 
cost for both five and ten year periods. The schedule covers 
Ordinary Life, Twenty-Payment Life and Twenty-Year En- 
dowment policies issued at ages of 25, 35, 45 and 55. The 
arrangement of the tables admits of an instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two or more com- 

anies. 

. This edition of the Lire AGENTS BRIEF also presents, in 
compact form, the amount of annual dividends per $1,000 of 
insurance paid in the year 1924 on the three leading forms of 
policy contracts, viz.: Ordinary life, twenty-payment life, 
and twenty-year endowments, issued during a period of five 
years. The dividends are given for ages at entry of 25, 30, 
35, 40, 45 50, 55 and 60. By a concise form of arrangement 
the figures are shown in immediate contrast with the premium 
charged, so that the determination of the net cost is easily 
arrived ac. 

In the 1924 edition are presented for the first time, Industrial 
Rates, lists of companies transacting sub-standard business, 
and companies accepting business in connection with bank 
deposits. 

The Lir—E AGENTS BrieEF also shows a record of deferred 
dividends and group insurance and United States war insur- 
ance rates. 

Policy provisions clearly indicated for all companies under 
appropriate headings, including military and naval service 
clauses, disability and double indemnity benefits. 

Net costs shown for ten years and fifteen of actual experience. 
No estimates or guesswork. 

Cash values presented in most comprehensive form. 

The best and most inexpensive book for agents. 


Price, in flexible binding, $2.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Underwriting and Investment Profits and Losses of Leading Casualty and Miscellaneous 
Insurance Companies in 1923.—Continued. 




















































































































Sessler 
| | | | | Ratio | Ratio | Ratio 
a | Lawes and U nderwriting | Net Ex- Und. 
Underwrit- xpenses Incurred Investment | Increase or | §Increase } Losses | perses | Profit or 
Nase ano Loca TIon or Company — Underwrit- | Underwrit- | Incomeand | Surplus | fDividen*s | Decreasein or Decrease] Incurred Incurred | Loss to 
See L @ oe ing Profit | ing Loss Accreticn Earned Incurred | Contingent} in Net | to Und. /to Und. {| Und 
Oss Expense Total Fund, Ete.} Surplus | Income |Income |Income 
| Earned | Ear £@d! Earned 
Fidelity and Surety Companies | $ $ $ $ $ ba oO 
Fidelity an ‘ ‘ pe 
American Surety, New York......... 7,646,096] 2,980,620] 4,761,658] 7,742,278] ........ 96,182 602, 314 396,132 60,000 +51,068 —§4936 390 | 623 O13 
Detroit Fidelity and Surety, Detroit../ | 201,288) | 97,503) 174,676) 272,179) oo... 70,891| 193,353 122,462 60,000} —247\622| +310,084| 48.4 | 86.8 | —35.2 
Fidelity and Deposit, Baltimore. ..... 9,577,622} 3,098,423) 5,566,453] | 8,664,876] 912,746]... 552,771 | 1,465,517| 494,649] +2,276,030| —1,305,162| 32.3 | 58.1 +9.6 
Massachusetts Bonding, Boston... 6,775,720) 3,131,039; 3,522,340|* 6,653,379) 122,341) 189,310 | 31,6511 120,000] ........ 191,651] 46.2 | 52.0 | +18 
National Surety, New York. ....... | 15,566,547) 7,411,830) 8,361,071) 15,772,901]... 206,354, 704:850 | 498,496) 900,000} 9+234,372| —635,876| 47.6 | 53.7 —1.3 
Southern Surety, Des Moines. .......| 6,246,977} 2,846,533) 3,367,859/ 6,214,393 32,584)... 120,272 152,856] 120,000 —263} +33,119} 45.6 | 53.9 +.5 
United States Guarantee, New York. 366,275} 81,063) 236,586) 317,649 48,626, ........ 28,722 77,348 55,000] +13,144) +9,204] 22.1 | 64.6 | +13.3 
Totals (7 companies). ........ 46,380,525} 19,647,011) 25,990,644) 45,637,655] *742,870}........ 2,481,592 | 3,224,462) 2,349,649 +2,286,720| —1,411,916] 42.4 | 56.0 +1.6 
Piste Glas, Sow York. . 1,025,174] 391,597 . 
Lloyds Plate Glass, New Yor 025,17 91, 550,297] 941,894 SA280) chseies 70,719 153,999 75,000 8,455} +70,544) 38.2 | 53.7 +8.1 
Metropolitan Casualty, New York ...] 1,209,973] 509,948| 721,047] 1,231,045]... 21,072 61,741 40,669 87,000 -180°000 +133,669| 42.1 | 59.6 —1.7 
New Jersey Fid. & Plate G., Newark. 2,328,503) 1,139,927] 1,068,870] 2,208,797 iC ee 125,449 245,155 P| —48,345| 48.9 45.9 +5.2 
New York Plate Glass, New York. . 1,266,945{ 504,931) 693,522) 1,198,453 68,292) ....--.- 85,605 154,097 90,000) ........ +64, wed 39.9 | 54.8 +5.3 
Totals (4 companies)......... 5,830,595) 2,546,453) 3,033,736) 5,580,189]  *250,406, ........ 343,514 593,9.0| 545,500, —171,545| +219,965| 43.7 | 52.0 +4.3 
M parry Com ponies ¥ | 
American Credit Indemnity, N. Y.... 1,430,852) 353,189 908,939} 1,262,128 CCy y. | 51.035 219.759) 437.5 217.74 4.7 63.5 +11.8 
Hartford Live Stock, New York... ... 920,418) 648,975} 343,915) 992,890} ........ 72,472 31.937 | 40/535 Bri a ae 533 70.5 | 37.4 —7.9 
Hartford Steam Boiler, Hartford... .. 3,666,034] 617,345] 2777131] 3,394,476 (0A en 800,112 | 1,071,670 6 800,000 35,766, +307,436| 16.8 | 75.8 +7.4 
Medical Protective, Fort Wayne. .... 833,359] 480,425] 318,691] 799,116 34,243 73,026 107,269 130,000 +165, —22,896| 57.7 | 38.2 +4.1 
Southwestern Auto., Los Angeles.....]  336,672| 95,038) 273,959] 368,997/...... 6,484 | 25,841}  75,000/ + —75,000/ —25,841] 28.2 | 81.4 —9.6 
Union Automobile, Lincoln. ......... 590,903] 224,497) 344,651] 569,148 21,755 28 133 49 888} 40. wats —, 744) +15,632} 38.0 58.3 +3.7 
Totals (6 companies)......... 7,778,238) 2,419,469} 4,967,286] 7,386,755,  *391,483| ........ 990,727 | 1,382,210] 1,482,500, —116,345|  +16,055| 31.1 63.9 | +65.0 
Grand Totals 1923 (100 co's). 479,475,085| 241,524,306] 238,725 ;980|480,250.: 286! ia 5,201| 21,987,815 | 21,212.614] 21,936,287} —3,011, "468! +2,987,795| 50.4 | 49.8 | *%—.2 
*Net. t In case of foreign companies items appearing in the dividend column denote net remittances to home office or net receipts therefrom. § Including life department. 


a In stocks $2,500,000; 6 $500,000 in stock. 











ing a profit of 11.8 per cent; a live stock 
7.9 per cent; a 


Underwriting and Investment Profits and 
Losses of Casualty and Miscellaneous 
Companies 


ducting their losses and expenses in- 
curred there was left an underwriting 
profit of $1,413,535, or 3.1 per cent. 
The largest underwriting profit received 
by any of these companies was 17.8 per 
cent, while the greatest loss amounted to 
36.6 per cent. The majority of the com- 
panies in this group, however, showed a 
small underwriting profit. 

In the third group are seven fidelity and 
surety companies whose combined under- 
writing income was $46,380,525. They 
had total losses and expenses of $45,637,- 
ance. These companies had a net under- 655, with a net profit of $742,870 or 1.6 
writing income earned of $373,992,990, per cent. In this division, four of the 
against which there were combined losses companies had underwriting profits, two 
and expenses of $377,566,485, thus show- had small underwriting losses and the 
ing an underwriting loss of $3,573,498, or third—the young company of the group 
1.3 percent. The experiences of the indi- —had a large underwriting loss due to the 
vidual companies in this group range upbuilding of the necessary reserves in 
from an underwriting loss of 104.0 per connection with an increasing premium 
cent to a profit of 28.2 per cent. The re- income. 
sult of the underwriting experience of the Plate glass companies comprise the 
larger and older multiple line writing fourth group and had an aggregate in- 
casualty companies shows a smaller varia- come earned of $5,830,595, with a net 


company with a loss of 
steam boiler company with a profit of 7.4 
per cent, and a physicians’ defense com- 
pany which had an earned underwriting 
profit of 4.1 per cent. In the aggregate 
these six companies had a total under- 
writing income of $7,778,238 and a com- 
bined profit of $391,483, or 5 per cent. 

During the individual transactions of 
these one hundred companies, it will be 
seen that but 47 of them show an under- 
writing profit during the year. 

The growing importance of the protec- 
tion afforded by the various companies 
transacting casualty and miscellaneous in- 
surance is recognized increasingly by 
business interests and individuals. This 
would seem to demand a greater profit 
from the underwriting operations of 
these companies, in order that investors 
might be more readily induced to allow 
their money to finance the operations of 
companies undertaking so essential an 
There is in the present era 


(Continued from page 5) 


930,287. Decreases in contingent funds, 
special reserves, etc., totaled $3,011.468, 
and permitted an increase in surplus of 
2,287,795. 

The table is divided into five general 
groups, the first group embracing 56 com- 
panies distinctively multiple line casualty 
insurance companies, whose writings are 
not limited to any particular line of insur- 


enterprise. 


tion. underwriting profit of $250,406 or 4.3 no group of institutions offering such a 
The second group gives the experience _ per cent. widely diversified form of protection and 
of 28 companies which confine their Three of these companies showed whose ramifications enter so comprehen- 


sively into the stability of so many busi- 
ness enterprises. In so far as the protec- 
tion offers coverage against a variety of 
hazards, the companies are placed at the 
same time at the mercy of as great a num- 
ber of contingent catastrophes. Confla- 
gration, epidemic, crime waves, accidents, 


underwriting profit and the third a small 
underwriting loss. 

The fifth group, embracing six com- 
panies, includes two automobile com- 
panies, one with an underwriting loss of 
9.6 per cent, and the other with a profit 
of 3.7 per cent; one credit company show- 


operations almost entirely to accident and 
health insurance, including, however, the 
separate accident and health branches of 
15 life insurance companies which main- 
tain accident departments separately. 
The underwriting income earned of these 
companies was $45,492,737, and after de- 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $3,869,053.52 
Capital - - m - 750,000.00 
Surplus - - - - 669,915.11 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - - 2,249,138.41 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 

















1923 Supplement 


Insurance — New York 


At its 1923 session, the Legislature of New York enacted 29 
laws, affecting 59 sections, the changes in 1923 being about four 
times as many as usual. Owing to this situation, the compiler 
of the Insurance Law of New York, Amasa J. Parker, Jr., 
decided to publish a supplement to the last complete edition. 
This 1923 Supplement has been issued and contains 98 pages. 


The 1923 Supplement embraces reprints of sections amended, 
new matter being printed in italics and matter omitted being 
shown in brackets. 


There are also copious notes after each section, showing the 
purpose of the amendments. 


Price, in cloth binding, $2.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











mu HAMPTON ROADS 


FIRE «4» MARINE 
Insurance Company 


- NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and 
Secretary 


Managing Under. 
Fire Dept. 





Advantageous 
Agency Openings 


The Philadelphia Fire and Marine Insurance 
Company will establish a few more agency con- 
nections. 


This is the kind of company it pays to repre- 
sent—a powerful organization, reliable service 
and a full line of desirable policies offering pro- 
tection on property and commercial activities. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


1711 Chestnut Street, Philadelphia, Pa. 

508 Walnut Street, Philadelphia, Pa. 

209 W. Jackson Blvd , Chicago, IIl. 

125 Trumbull Street, Hartford, Conn. 

204-14 Pine Street, San Francisco, Cal. 

Trust Company of Georgia Bldg., Atlanta, Ga. 











B¢LTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 














Tried and Approved 
Plans 


For 79 years this Company has confined its 
business to tried and approved plans. 


Its appeal is to those who want pure Life 
Insurance with the most liberal features and 
at the lowest possible cost. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 


Newark _ : : : New Jersey 
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storms, floods, panics, wrecks, building 
collapses and calamities ad infinitum are 
ever imminent. 

While it must be borne in mind that 
there is certainly an investment profit de- 
rived from the reserve holdings, from 
instances dividends to 
stockholders a:e payable, it is also vitally 
necessary that rates must be adequate to 
render the companies a sufficiently large 
underwriting profit to enable them to 
build up a substantial surplus and catas- 
trophe reserve, in order that they may be 
placed and maintained on a sound finan- 


which in most 


Number of 


YEAR Companies 

1923 ok re ey eee 100 
| See Rialeetcexe ai petece? Pane: a 100 
| RSS er : Seis eretas ‘3 100 
1920... ; pou ere a raion : 100 
1919 ree tae EN Sra nae Py Aer Pa 94 
1918 oe : ay Reake aver av alate baa O4 
Melts On sets ere S Ware eh ce 88 
1916 Monae che Rolstece see 86 
(i ae ‘ ren rae 74 
1914 Baar a pis Shedy Wte aie 71 
1913 P eer ere 60 
1912 peta ss Pew seeatenete 69 
1911... , Pe aah gr gaara ase 55 
1910 — FP ay eMC ag at ROL 49 
1909 - Se eo bio eleie 50 
|. | eer Ee On Te Re 49 
1) eee : Aner er 47 
EE Ssh: 6a eo sh cieeiscansterete eereee 42 
1905... ; F Pare har eter 38 
1904... ies ences a 39 
ee Sa ais tas An an etan arenera a 39 

Totals and averages (20 years) .. 70 


cial basis to. withstand the drains to which 
they are and may be subjected. The care- 
ful management which has thus far been 
exercised by these companies seems alone 
insufficient to secure the desired profit. 
A supplementary table is also presented 
which gives the totals and averages for 
twenty years embracing aggregate results 
of the transactions of the companies year 
by year. This table shows that the com- 
panies had an underwriting income earned 
during the twenty years of $3,649,588,- 
040, upon which there was a net under- 
writing profit of $26,929,361, or .7%. 


Underwriting Ratio of 











Earned Profit (+) Profit (+) 
Premiums or Loss (—) or Loss (—) 
*$479 475,085 $775,201 — .2 
*426,829 366 +8,925,018 +2.1% 
123,296,487 +6,796, 122 +1.6 
*386,871,317 +714,295 + .2 
*300,749 419 +3,105,712 +1.0 
*262,454,997 +3,027 ,647 +1.2 
*204,573,262 +908 365 +0 .4 
*164,379,571 —1,367,621 —0.8 
*137,485,916 —696,310 0.5 
*131,341,944 2,854,560 —2.1 
*119,598 934 —774,629 0.6 
*105,518,118 —697 ,374 —0).6 
¥*89 848 428 —406,510 —) .4 
*79 906,227 +2,886,770 +3.6 
71,032,888 +1,179,567 +1.6 
64,417,442 +2,508,964 +4.0 
59,808,622 +2,354,297 +3.9 
52,232,010 +-2,158,635 +41 
j 33 -239,742 —0.5 
20 +175,916 +() 4 
37,709,506 


+1,062,422 +2.3 


$3,649,588,040 


4+-$26,929 361 1 


Copyright, 1924, by The Spectator Company, NewYork. 





FORGERY BONDS A COMPLETE 
COVERAGE 
W. L. Barnhart, National Surety Company, 
Replies to a Recent Challenge 
THE SrECTATOR recently printed a radio ad- 
dress delivered by W. L. Barnhart of the 
forgery bond National 
Company, from station WRC, at Washington, 
D.C. To some of the statements made in that 
talk, James E. Ryan, New York representative 
of the Indemnity 
America, took exception. 


department, Surety 


General Corporation of 
Mr. Barnhart’s reply 
to Mr. Ryan's challenge is here set forth in full, 
with the hope that a frank discussion of the 
facts will shed | 


made : 


ight on the various claims 





[To the Editor of THe Spectator 


Nobody except the fellow wearing the shoe 
knows exactly where it pinches, nor realizes 
how it hurts. 

In a radio talk recently broadcasted from 
Station WRC at Washington, the writer gave 
voice to certain truths that have become most 
evident in the years of experience of the Na- 
tional Surety Company forgery bond depart- 
ment. These facts are incontrovertible in the 
light of our own claim records on cases of 
lorgery and alteration of checks. They are 
also in direct accord with the conclusions of 
those handwriting and forgery experts of in- 
ternational repute whose opinions I shall quote 
later, 

_ When this statement of facts was made pub- 
lic it brought forth a response from James EF. 

yan, who signed himself “New York Rep- 
resentative, General Indemnity: Corporation of 
America.” As an indication of where the shoe 
Pinched, Mr. Ryan quoted and assailed this 





statement of mine: “The third cause of the in- 
crease of forgery and check crimes is the false 
sense of security held by the businessman who 
has been told by a salesman for some mechani- 
cal device, ‘safety’ paper or ‘acid proof’ ink, 
that the purchase of this system will render 
him immune from the attacks of the forger 
and check artist.” 

That my statement is absolute fact can be 
proved from claims of the National Surety 
Company, and is further borne out by the re- 
cently-published statement of the American 
Bankers’ Association that forgery and check 
crimes increased 48 per cent last year. If the 
“protectors” really protected, would the Amer- 
ican Bankers’ Association have to issue the 
statement that there had been an increase of 
18 per cent in this crime, with all the hundreds 
of thousands of “protectors” that are now be- 
ing used? 

Compare my statement with that recently 
made by Chauncey McGovern, a handwriting 
expert with an international reputation. He 
says: 

“Instead of ‘safety’ papers and ‘check pro- 
tectors’ actually protecting the maker of checks, 
both have proved more of an invitation—an 
encouragement—to the forger.” 

E. W. Stein, another well known expert, told 
the Philadelphia Credit men recently: 

“Forgery is on the increase and no known 
paper, ink preparation or device can prevent a 
check from being raised or altered.” 

These are the facts and the National Surety 
Company believes that the public is best served 
when facts that are important and essential to 
the safety of business funds are fully un- 
covered and made known to the business world. 
And if goods have been sold by salesmen who 
have distorted facts and exaggerated protec- 
tion afforded, have these very salesmen not 
“discredited” themselves? Therefore, when the 
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real facts do become known, it is perhaps not 
surprising that those who have built a business 
on such a foundation should be loudest in their 
protest that others are attempting to “dis- 
credit” them. 

Another paragraph in the article says that 
“The General Indemnity Company has long 
realized the inconsistency and unfairness of 
the surety companies in their failure to accord 
the users of mechanical check protection the 
status of preferred risks.” 

Why should users of mechanical devices be 
preferred risks in view of the statistics of our 
own claim records; in view of the increase in 
check crimes as recorded by the American 
Bankers’ Association; and in view of such 
statements of experts as those quoted above? 
Why should they be given a preference, except 
to help a manufacturer to dispose of his 
product ? 

Does any good insurance man think for a 
minute that the fire companies would have 
granted preferential rates to sprinkler risks, if 
their own claim records had showed the amount 
of protection afforded to be infinitesimal, and 
if the opinion of leading experts was that 
sprinklers were ineffectual and might sometimes 
do as much harm as good? 

Does any good insurance man who has 
studied underwriting experience think for an 
instant that there is one iota of justification 
for discounts ranging from 35 per cent to 75 
per cent offered by the General Indemnity 
Company to users of the Todd products, other 
than the desire upon the part of the General 
Indemnity Company to help sell Todd prod- 
ucts ? 

It has been frequently charged that the posi- 
tion of the National Surety Company in this 
regard is anti-social, but we are convinced that 
every business man is better fitted to combat 
conditions when he knows the facts, and that it 
is better to offer absolute 100 per cent protec- 
tion, without any qualifications whatsoever and 
depend upon the moral force of a great organi- 
zation to deter the criminal, rather than to 
teach the businessman to place his trust upon a 
broken reed, which may pierce his side at the 
very time he needs it most. 

Very truly yours, 
W. L. BARNHART, 

Forgery Bond Department, National Surety 

Company. 

June 9, 1924. 


Opens Newark Branch Office 
The American Casualty Company of Read- 
ing, Pa., has opened a branch office in Newark, 
N. J., in charge of L. L. Noonan, resident 
The office will cover Essex county 
The present claim 


manager. 
and surrounding territory. 
office there of the company, under direction of 
Howard Gillen, will be combined with the new 


office. 


Georgia Casualty Will Move from Macon 
to Atlanta October 1 

President Emmette Small, of the Georgia 
Casualty Company of Macon, announces that 
the general office of the company will be 
moved on October 1 from Macon to Atlanta. 
The home office will remain in the same of- 
fices in Macon. 


James E. Dunne With Insurance Field 

James E. Dunne has become again connected 
with the Insurance Field, of which he was once 
a vice-president. He is on an extended trip 
tc the Pacific Coast. 































































































































































_TH E SPECTATOR | Thursday 
A Wider Field— 
An Increased Opportunity Because We Have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
0. Cc. L. BUILDING ly Premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. | L 
Double Indemnity and Monthly Disability Income features for ae) eee) e 
Males and Females alike. (a oo i _ 
Standard and Substandard Risk Contracts, i. e. less work for nothing. =| . 4 |% se P 
&| Nat'l. Bk. || Exchange | t) om 
”n ™ mIS8 
az rt} 
THE OLD COLONY LIFE INSURANCE COMPANY *p—4_— VSS" _ 735 
ed- Illinois : oR 
of CHICAGO, ILL. = he fe. 4) Merchanes 
B. R. NUESKE, President aman rari = 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through RRA | Board | S 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. [ Exchange | e) wae 
| tan: 
ee ee SS ee eee ee Ist 
| is a ben 
=: 
eH a : sale 
eal EH kite 
On the one hand--- I FastSelline Policiesinag {1 | 2 
a 2 na = 
there’s the life agent whose initial equipment consists | aap as e ing OlICTeS I = gre 
of the proverbial “‘rate-book, set of supplies, and a mele F G ° C = bis 
God-bless-you.” di) fastGrowing Company |) | x: 
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The Psychology of Group Insurance 


SELLING THE COVERAGE 

Some commodities are vastly more easy 
to sell than others, particularly an actual, 
tangible article with physical character- 
istics is easier to sell than an intangible 
benefit such as group insurance. The 
salesman of an article such as a brush, 
kitchen cabinet, or a brand of toilet 
articles, including perfumes and extracts 
and similar commodities, is at a far 
greater advantage, in that either he has 
his wares with him to bespeak their own 
merits, or else he is obliged to enter upon 
a fairly easy description of a concrete 
article or arrangement as in the case of 
the kitchen cabinet. It is not a hard mat- 
ter to interest a housewife in such a sub- 
ject, whether or not she has the inten- 
tion of buying. The agent is not up 
against the difficulty of creating in his 
prospect a listening and interested dis- 
position. The housekeeper already is 
highly interested in affairs that pertain 
to her house and kitchen. She has ex- 
perienced the difficulties of inconvenient 
arrangements, and has learned to appre- 
ciate the resulting facility of her work 


with each new improvement that is intro- 
duced. 


DirFICULTIES NoT INSURMOUNTABLE 
The difficulties in presenting group in- 
surance to an employer (which really 


By WItLt1AM F. CHAMBERLIN 


IV—Psychology of the Salesman 


(Continued from the issue of May 29) 





This article is a continuation of the 
fourth installment of an exposition of 
group insurance which was written espe- 
cially for THe Spectator by William F. 
Chamberlin, manager of group lines, 
The Travelers Insurance Company. 
When the last section has been published, 
the discussion will form a useful and in- 
structive treatise on the subject by an 
acknowledged authority. Companies and 
general agents who desire to distribute 
this article in booklet form will please 
communicate with THe SPECTATOR. 











are no difficulties at all with the practice 
of the right psychological methods), are 
—first, that group insurance is an in- 
that 
in many cases the correct psychological 
attitude of mind must be first created in 
the prospect by the selling representative. 
The class of intangible commodities, like 


tangible commodity, and, second, 


the class of actual physical commodities, 
may be divided into two parts—worthless 
worth- 
less intangible commodities, the agent 
of which tries to convince the prospective 
buyer that they have advantages and 
merits. We are all familiar with this 
kind of salesmanship in some form or 
other, whether it be worthless life insur- 
ance, or unsuitable accident insurance, 
or the purchase of some sort of share in 
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and valuable. There are many 


some wild-cat enterprise, or even the sell- 
ing of chances that are based upon en- 
tirely fraudulent principles. The merits 
of group insurance are, however, irre- 
futable and multifarious. To present 
these in their entirety and full satisfac- 
tion to a prospective buyer is entirely a 
mental effort. A salesman’s success in 
prepossessing the mind of a formerly 
disinterested prospect is purely a psycho- 
logical feat, the result of mental effort 
upon his own part, and the psychological 
process that he has caused to take place 
in the mind of his prospect. 

We have decided that group insurance, 
while an intangible commodity, is also a 
benefit seemingly intangible at first sight. 
Let us imagine that someone has asked; 
“Why are you advocating group insur- 
ance?” and let us answer this question. 
The first requirement in the sale of an 
article is that there be someone who is 
desirous of buying that article, either 
because of an imagined value or because 
of the consciousness on the part of the 
buyer of a need that it will fill in his life 
or the lives of others. Now, there are 
plenty of commodities that are being sold 
for a price and bought by multitudes that 
have actually no economic or justifiable 
value; they are neither beautiful nor use- 
ful nor have they any intrinsic worth 
whatsoever, such, for instance, as cheap 
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shoes appearing well and with a respect- 
able price mark attached to them, but 
made completely of the most worthless 
shoddy materials. In fact, there are 
many articles being sold that may work 
actual harm. There is still another class 
of sales where, when the sale is made, 
a certain amount of limited good and 
satisfaction is derived by an individual 
or a very limited number of people. 


A LimitLess MARKET 

There is no doubt in any of our minds 
as to the limitless market for group insur- 
ance. This is evident to us—first, in the 
increasing numbers of buyers of group 
insurance ; second, in the satisfaction the 
retention of group insurance year after 
year gives those who have already pur- 
chased; and third, through the fact that 
the idea of life insurance, and health pro- 
tection as a life necessity, is becoming 
more and more deeply imprinted in every 
individual both in business and industry, 
this idea taking the form, in many estab- 
lishments, of some sort of benefit associa- 


tion or other. Many of these associations 
are unsuccessful, due to causes of turn- 
over or poor business management ; many 
of them are as successful as is desired. 
There are still innumerable other organi- 
zations that have neither an association, 
good or bad, nor any provision for the 
employee’s life and health protection at 
all. These latter organizations, whether 
large or small, are legion. It is not a 
condition to be proud of, however, and 
it is, therefore, not advertised with this 
concern or with that, that there is no 
organization or provision for their em- 
ployees within the plant. The non-exist- 
ence of some sort of provision is indi- 
cative, it would seem, of dissension and 
lack of co-ordination within the concern, 
or a complete disregard on the part of 
the employer of his employees. That this 
is the situation in the majority of cases 
[ am not for a moment asserting as a 
truth, but it simply would seem so. 
Fourth, the indication of the existence 
of a wide use for group insurance is seen 
in the general restiveness and discontent 
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Our Service Simplifies 


“Title Insurance has eliminated more than 
fifty per cent of our troubles’, writes the 
lending officer of a Life Insurance Company. 


We insure real estate titles anywhere in the 
Write for our special booklet 


T. S. which explains this service. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York City 


Capital Funds over $10,000,000 


AMERICAN TRUST COMPANY 
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that characterize much of our industry 
and is to be found in many specific indj- 
vidual concerns. The application of 
group insurance and its sister activities, 
such as the other measures of welfare 
that are introduced in the interests of 
the happiness of the employee, would 
affect the elimination of nine-tenths of 
the prevailing discontent. The reason for 
making this decision may be found in 
all of the hundreds of manufacturing 
and business establishments that are run 
on principles of consideration for the 
employees and, therefore, have installed 
many of the standard comforts at a mini- 
mum of labor trouble and take satisfac- 
tion in a maximum of co-operation and 
goodwill on the part of the employees, 


A VALUABLE COMMODITY 

The second reason why group insur- 
ance is advocated is that it is a commo- 
dity of high value. It has its price, but 
it is the means of bringing more than 
satisfaction to those for whom its bene- 
fits are intended. It fills the need that 
is so outstanding in the life of every indi- 
vidual in this day of precarious condi- 
tions of life and expensive demises. It 
acts as a sort of lieutenant in the service 
of the employer to bring about in his 
organization the high morale that he 
would like to have maintained at all 
times, thus counteracting the negative 
influences that creep into bodies of em- 
ployees. For the individual employee 
himself, we know that group insurance 
does an almost unaccountable amount of 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 


Incorporated 1851 
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Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the {best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 
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good. We urge the adoption, then, of 
group insurance, first—because there is 
a wide market of necessity ; secondly, be- 
cause it is a commodity of unquestionable 
value and benefit; and thirdly, because 
the good it accomplishes is not confined 
to the selfish satisfaction of a limited few 
but works in the interests of all. 


Many ARGUMENTS IN ITs FAvor 

Those presenting group insurance to 
employers are not working without many 
aids. They have their tools and instru- 
ments equally as definitely as has the 





man who is engaged in drafting or in 
the fashioning of jewelry or the con- 
struction of river bridges. These tools 
and equipments consist of a general grasp 
of the significance of psychology, a con- 
sciousness of the working of certain un- 
changing mental laws, the upbuilding of 
an individual and personal morale and 
an almost unconscious spirit of sym- 
pathy with the best interests and the 
needs of those individuals who are to be 
affected in a transaction of insurance 
whether individual life or group insur- 
With the such 


ance. assistance of 
































“How NOT to Sell Insurance 


= BY WILLIAM ALEXANDER. |= 




















9. Straws and the Wind 


I bought a walking stick the other day, 
and left it to be shortened. ‘The salesman 
promised to send it to my office. If I had 
failed to pay for it, it would have been de- 
livered promptly, and the price collected. 
But I had paid in advance and the promise 
to return it had been forgotten. I had not 
noted the name on the front of the shop 
and could not telephone, so I was forced 
to return to the shop for my stick. ‘That 
shop is now on my black list. 

When I order supplies to be delivered be- 
fore starting on a journey, and they arrive 
after I have gone away, I add another name 
to my black list. 

When I select something that suits me 
exactly and the article sent is not quite the 
same, I turn again to my black list. 

When I leave a suit of clothes to be 
altered in four places and it is returned with 
only three of the four alterations made, my 
black list comes into play again. 

When I visit a book store just before 


Copyright, 1924, by The Spectator Company. 


Christmas and appeal to a green salesman 
employed temporarily to take orders from 
the unusual crowd of purchasers, and when 
this salesman, who knows nothing about 
titles and authors and publishers and editions, 
is powerless to render intelligent service, I 
go elsewhere for Christmas gifts of some 
other kind. 

But what has all this to do with insur- 
A great deal. 
gives sound advice, knows what each policy 


ance ? The trained agent 
will accomplish, can provide for the indi- 
vidual needs of each client, guesses at noth- 
ing, never exaggerates, never promises what 
he cannot perform, is accommodating, exact, 
prompt, and efficient. 

The incompetent agent sells policies that 
are misfits, makes promises that cannot be 
fulfilled, and leaves each customer in a dis- 
satisfied and irritated state of mind. And 
such insurance instead of giving satisfac- 
tion is disappointing and burdensome, and 
usually is abandoned. 
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knowledge and perception success is 
readily assured. 

There is not much perhaps to this so- 
called doctrine of auto-suggestion as out- 
lined and demonstrated by the famous 
Emile Coué. Certainly there is nothing 
new in it, but there are one or two lines 
that recall the old principles in a simple 
and applicable manner. Perhaps the very 
scantiness of the doctrine is one reason 
to account for the widespread enthu- 
siasm that precedes the advent of Coué 
as he journeys about like the Evangelist 
of the Gospel. It is the idea of simplicity 
in our conception of psychology that is 
most important for us. What we have 
before us is the ordinary working of the 
average mind. Certainly this should be 
nothing very complicated and beyond the 
grasp of one giving but little time and 
light attention to the subject. However, 
we must be careful lest we miss the point 
through the very simplicity of the pro- 
position. There is a good deal to be 
gained by re-considering old and familiar 
facts and placing a due importance upon 
certain bits of wisdom that seem to have 
become platitudinous. 


(To be Continued) 
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Business Life Insurance 


Insurance policies, taken out on the lives of 
individuals as safeguards to various commercial 
enterprises, have opened up a new field for 
exploitation on the part of successful life un- 
derwriters. What, in one form or another, has 
come to be styled “business life insurance” is a 
source from which apt and pertinent selling 
arguments are constantly flowing. No longer 
does the life insurance solicitor, weaving a 
web of eloquence, paint harrowing pictures of 
the plight of the orphaned or needy as a means 
of inducing a hypnotized prospect to sign on 
the dotted line. Modern canvassing methods 
have done away with such old practices. To- 
day ‘the life insurance agent carries on his work 
secure in the knowledge that he has a valuable 
commodity to offer and fortified by the reali- 
zation, in most cases, that he is qualified to deal 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 








F. J. Uehling, President. | 





with his subject in a clear, decisive manner that 
will appeal to his auditor's common sense and 
reasoning powers rather than to his emotions. 
Of course, there is always the type of man 
who can only be reached by emotional intlu- 
ences, but, for the most part, his kind is rapidly 
disappearing and his place is being taken by 
the man who weighs a proposition from every 
angle before approving it. 


A CAsE IN Point 

The effect of all this has been to make the 
policyholder, and even the agent himself, see 
life insurance in a new light. Business life in- 
surance is an irrefutable proof of this fact. 
The term itself is very elastic and may be ap- 
plied to almost any instance where insurance 
is taken out by an individual for the purpose 
of protecting the financial interest involved in 
an enterprise or Innumerable 
cases in point could be cited, but two or three 
will suffice. Recently a corporation, engaged in 
the manufacture of stock and poultry foods and 
operating on a national scale, appointed one of 
its representatives as manager for an extensive 
sales territory and placed three successful sales- 
men under his supervision. This manager had 
been connected with the corporation for many 
years and his services were a valuable pos- 
session, as his familiarity with all the ramifica- 
tions of the business qualified him for any 
executive vacancy. With this factor in mind, 
the corporation took out a life insurance policy 
for a substantial sum under the provisions of 
which, if the manager died, the face value of 
the insurance was to be paid to itself. If, on 
the other hand, the managed suffered permanent 
disability, the income was to be his in lieu of 
a pension and the face value of the policy was 
not to be paid to the corporation until his death. 
When the manager was apprised of this action, 
he thought the plan over and came to the con- 
clusion that each of the three salesmen under 
him represented an insurable interest from his 
point of view, as his remuneration, in part, de- 
pended upon their annual volume of sales. He 
decided that it would take a full year to break 
in a new man should anything happen to the 
present salesmen and, accordingly, he estimated 
the average income he derived as commission 
from each man’s efforts and took out life in- 
surance policies for those amounts on all three 
salesmen. These policies, of course, were only 
for the estimated duration of the salesmen’s 


transaction. 


connection with the firm, but they were go ar. 
rangd that the manager’s interests in the earp. 
ings of those salesmen were provided for. 
Thus, four business life insurance policies re. 
sulted from this one canvass. 


KNOWLEDGE OF SITUATION NEEDED 

Naturally the most important thing in selling 
business life insurance is a thorough knowledge 
of the requirements to be met and of the causes 
leading up to those requirements. In the case 
mentioned in the foregoing paragraph, if the 
agent knew nothing about the situation, he could 
not have secured the corporation’s attention to 
his proposal and if the matter had not been fully 
explained, the manager would not have been led 
into taking out three additional policies, the pre. 
miums for which had to come out of his own 
pocket. Another instance of business life insur. 
ance is that of two men who were in partnership 
in a wholesale drug and chemical supply enter- 





‘You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield 33 Illinois 
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Age limits 8 to 65 

Major surgical operation benefits. 
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prise. One was married and the other, although 
4 single man, had a brother who was dependent 
upon him for support. A valuation of $50,000 
placed on the business and each partner took 
out a life insurance policy for the sum of $25,- 
ooo. At the death of either his $25,000 insur- 
ance was to be paid to the wife or brother as 
the case happened to be and it was stipulated 
that this would leave the business entirely in 
the hands of the survivor. 


was 


ANOTHER CASE 

A third case which, though not actually to 
be classified as business life insurance yet falls 
within that category, was recently encountered 
by Frank A. Berthold, president of Frank A. 
Berthold & Company and manager of the life 
insurance department of Weed & Kennedy, one 
of the oldest New York city insurance broker 
age firms. Mr. Berthold, who is among the 
most successful life insurance producers in his 
territory, was talking with an acquaintance 
who had just decided to enter into partnership 
with another man in the stock and bond busi- 
ness in Wall Street. This gentleman told Mr. 
Berthold (without any thought of insurance) 
that he had found it necessary to borrow $40,- 
000 from a wealthy sister in order to pay for 
his share in the venture. He was discussing 
the necessity for setting aside enough money 
each year in order to accomplish this result 
when Mr. Berthold said: “Have you arrived 
at a satisfactory basis for extracting this por- 
tion of the fund from your business earnings 
each year?” A reply in the negative gave the 
life insurance man his opportunity, and Mr. 
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Berthold pointed out that while it was all well 
and good to appropriate a definite amount of 
money each year toward paying off the loan, 
such a plan did not take cognizance of the 
possibility of his death or permanent disability 
in the interim. The man, who was by this time 
the prospect, admitted the truth of this and in- 
quired regarding a solution of the problem. 
Mr. Berthold then demonstrated that a life in- 
suance policy which would mature for its face 
value at the end of fifteen years would do away 
with the difficulty and would adequately safe- 
guard the financial interest of the sister from 
whom the $40,000 had been secured. Since the 
liquidation of the partnership by the death of 
one of the members would result in settlement 
for whatever sum happened to be on hand at 
the time, and since this was doubly uncertain 
through the very nature of the stock and bond 
business, a life insurance policy was the only 
sure method of taking care of the amount due. 

As finally signed, the policy provided that if 
the policyholder lived beyond the fifteen-year 
period, the full sum of the contract, $40,000, 
should go to the sister to repay the loan. If 
the policyholder died within the fifteen-year 
period, the sister would be paid as her inter- 
est might appear and the residue of the policy, 
if any, was to be paid to the policyholder’s 
mother. Thus, if the policyholder dies within 
ten years and at his death his share of the busi- 
ness is valued and paid for by the surviving 
partner at $20,000, the life insurance company 
will pay the sister $20,000 in addition, in order 
to make up the total of the $40,000 loan; the 
balance of the policy, or $20,000, going to the 
mother. 


To WIN 


In this case, as in all cases of business life 


SEIZE OpporTUNITY 


insurance, it is the grasping of opportunity that 
The man who can per- 
certain to 


finally wins the day. 
ceive his chances for success is 
achieve his desired ends provided that he em- 
ploys his knowledge of the subject at hand in 
a proper way. Business life insurance may be 
said to depend upon three things; a realization 
of the need and how life insurance can fill it, 
a forceful and convincing presentation of the 
tactful and accommodating 
service after the policy has been sold. In addi- 
tion, the sale of business life insurance requires 
an accumulation of all the data pertaining to 


proposition, and 


the matter as well as an understanding of the 
As a class of insurance 
protection, business life insurance is rapidly 
coming to the fore and the public at large is 
being educated along these lines so that the 
agent’s labors in this direction are not as ardu- 
With improve- 


prospect’s viewpoint. 


ous as was formerly the case. 
ment in the agent’s mode of presenting his com- 
modity will come a higher appreciation of life 
insurance on the part of the individual and 
such a situation can have but one final result, 
namely, increased earnings for both the agent 
and his company. 


The Connecticut General Life Insurance Company 
of Hartford, Conn., will cbserve the month of June as 
policyholders month. 
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Income Sure on a Policy 

A man with $10,000 to invest recently wrote 
the Breeder's Gazette for advice on investing 
it in land. The reply of the Gazette is also an 
answer to the prospect who says he could make 
a “better investment,” particularly if the editor 
had pointed out the heavy taxation land now 
bears: 

“As to whether one should buy land now or 
other property, we will not undertake to advise. 
It is about as hard to get anywhere in so-called 
husiness these days as in farming. If your 
money is wisely placed in land at a price well 
below inflation values, you at least know it 
cannot take wings over night.” 

Tue Specrator treats the matter from an 
“Life men,” it points 
out, “are continually meeting the argument that 


affirmatve point of view. 


the prospect can do much better with his money 
He feels that his finan- 
cial judgment is shrewd and far-seeing. The 


than the life company. 


life insurance man should take advantage of 
this excuse by saying that while no doubt the 
man himself is a good investor and is able to 
secure remunerative returns, this very ability 
When the 
man dies the family will not have the advantage 
of this skill. Very likely it may lose the money 
in unsafe investments. But life insurance on 
a monthly income basis will provide a certain 
fund and the life insurance company will look 
after the investments and administer the estate. 


should be covered by life insurance. 


A monthly income policy is a safe investment 
policy’—Montana Life Agency News. 








Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


STANDARD LIFE 
INSURANCE CO. , 


716 Locust St., 
St. Louis, Mo. 
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Edueation of Agents in Requirements of 
Medical Selection 


Phoenix Mutual Life Insurance Company 


By Rosert L. Row ey, 


Looking back over a period of years, it 
must be clear to each one of us that the per- 
sonnel of the sales force of practically every 
life insurance company has undergone a change 
for the better from the standpoint of moral 
type, ethical standards and business integrity. 
This improvement in conditions, I believe, has 
been noted in many branches of industry. 

So intimately related to the education and 
training of salesmen is the question of their 
selection that this has received very thoughtful 
attention and diligent study with hopeful signs 
of progress towards a more scientific plan of 
procedure than heretofore followed. 

Each one of us, I assume, has made the ob- 
servation that the untrained and inexperienced 
salesman in life insurance is quite likely to 
have an undue ratio of rejections in the cases 
that he presents to his company for insurance, 
and, furthermore, that the ratio of rejections 
decreases with added experience; which is in- 
terpreted to mean a greater ability on the part 
of the salesman to select his prospects with 
reference to their physical as well as other 
qualifications. 

The prudent salesman soon learns that time 
and effort are not profitably spent on cases that 
are likely to prove unacceptabie to his company. 
The earlier in a salesman’s experience that he 
can learn how to exercise the discrimination 
that is used by older salesmen in the selection 
of their applicants, just so much earlier is he 
enabled to do effective work and on a basis 
more profitable both to himself and to his 
company. 

When an 


son who appears to be unacceptable for in- 


application is received from a per- 


surance, an expense has been incurred witch 
in the aggregate amounts to a considerable sum 
during the year. 

In the Phrenix Mutual i 
that the cost of each sta application is 
something over ten dollars. In this estimate 


has been estimated 


are included the cost of medical examiner’s 
fee, inspection, supplies, and salaries of per- 
sons handling the papers, but not included are 
such items as rent, heat and light, and very 
important is it to remember that this estimate 
does not include the cost of time and effort 
salesmen nor the immeasur- 


expended by the 
able psychological effect upon him in slowing 
up his productive activity. 

According to information furnished by the 
Life Insurance Sales Research Bureau, the 
amount of business rejected last year by the 
life companies in the United States was about 
ten per cent of the amount of issued business. 

The cost involved in this waste product 
should be susceptible of a considerable decrease 
through a more diligent and careful primary 
selection of applicants as a direct result of edu- 
cational work with our salesmen. 





Extracted from an address before the Medical Sec- 
tion of the American Life Convention, at Atlantic 
City, June 5. 


Medical Director, 


with the men in non-technical language some 
of the physical impairments more frequently 
met with and explain the situation, so that the 
salesmen will have as clear an idea as pps. 
sible as to the nature and importance of the 
? - ; impairment that is being considered. 

In the curriculum at the home office train- 
ing school is included a series of lectures and In telling the students about heart conditions, 
demonstrations by a representative of the disturbances of the urinary system and affec. 
medical department on matters pertaining to tions of the digestive organs, we try not to 
the medical selection of risks. overload them with information for fear that 

In this work the plan is to give the men a it will be confusing, and thereby a hindrance 
clear understanding of the functions and scope ‘ather than a help to them in their work, but 
of the medical department, and to give them an We do try to tell them enough about such con. 
opportunity to learn the advantages to be de- ‘tions that they will be able to recognize by 
rived from bringing the sales force and the "ame a number of common disturbances te. 
lated to these organs, and will be able to have 
some sort of understanding as to what the 
terms mean and to know at once whether jt 
is an important or unimportant condition, as 
relates to life insurance, and can guide them- 
selves accordingly in their future conduct with 


medical department into close contact, with a 
mutual exchange of views, resuiting in a better 
basis of understanding, and thereby leading to 
a more pleasant and harmonious relationship 
in the handling of business questions later 
when we have become separated as these men 
go back to their respective fields of operation. 

In the classroom work our aim is to discuss 


that case. 
It is, of course, but natural for a salesman 


FABLES ROR, Eee 
| LIFE UNDERWRITERS | 


{ a ce ——— BY WILLIAM ALEXANDER 


8. The Two Houses 

One day Agent Lion called on 
Mr. Elephant, one of his best 
clients. 

When Mr. Elephant saw the 
agent he said, ““Go away. When 
I want any more insurance I'll 
send for you.” 

“T wouldn’t sell you any insur- 
ance today if you got down on 
your knees and begged for it,” 
replied the Agent. “I haven't 
come to take any money from 
you. I have come to do you a 
favor which may save you thou- 
sands of dollars some day.” 

“What are you driving at?” 
said Mr. Elephant. 

“Well,” explained the Agent, 
“Your son-in-law needs _ insur- 
ance, and I want you to get me 
‘ in touch with him and give me 

your moral support.” 

“How will that benefit me?” inquired the other. 

“In this way, replied the Agent, “Your son-in-law is in receipt of a 
liberal salary, has brilliant prospects, and is surrounding your daughter and 
her children with every comfort. But as yet he has neither capital nor in- 
surance. He is providing amply for present needs, but has made no pro- 
vision for the future. If he should be killed in an accident, your daughter 
would be forced to go either to your house, or to the poorhouse—and it 
wouldn’t be to the poorhouse.” 


N. B.—It is intended to publish this series of Insurance Fables in book form as they contain im 
portant educations! hints for the training of agents. 
Copyright, 1924, by The Spectator Company, New York. 
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Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Lite 


Insurance Co. 
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to be better satisfied with an unfavorable de- 
cision by the home office if he himself knows 
enough about some of the physical impair- 
ments to understand their probable course and 
their importance from the standpoint of their 
influence upon the prospect of life. 

We try to illustrate and clarify the points 
presented at these discussions by the aid of 
diagrams and charts. 

In connection with our discussion of urinary 
impairments we explain to them the possible 
origin and significance of such conditions as 
albumin and sugar in the urine and the mean- 
ings to be attached to their presence, and give 
them an understanding of what is meant by 
such terms as “Bright’s Disease” and “Dia- 
betes,” and the possible relationship of urinary 
findings to such important conditions. 

At some time during the session of the 
school we plan to take the students into the 
home office laboratory, explaining to them first 
of all the reason for having a home office 
laboratory, and describing to them some of 
the principal steps that are taken in the more 
common laboratory procedures, giving them 
the reason for doing these things and affording 
also the opportunity for them to witness the 
care which is exercised to insure accuracy of 
results and to become satisfied that too great 
refinement is not resorted to for the purpose 
of finding conditions which may he of little or 
no importance. 

If there is any one thing that we as medical 
directors do that causes the agent more an- 
noyance and worry than any other, I believe 
that one thing is the request for additional 
specimens of urine to be sent to the home office 
as occasionally hap- 


pens, the home office findings do not agree with 


for examination, and if, 


those of the local examiner or with the findings 
of some local laboratory, then it is a great help 
and source of comfort to all concerned for the 
salesman to have had the opportunity to obtain 
irst-hand information as to how the work in 
the home office laboratory is done. 

We do not have the time while the studerts 
are in the training school to discuss with them 
any great number or variety of physical con- 
ditions with which they will be concerned in 
their later work, and so we confine ourselves to 
the discussion of two or three types of physical 
impairments, and depend upon written instruc- 
tions and correspondence later, to give them 


information as needed. 


more 
nN 


The Cancer Mortality Rate for 1923 
(Continued from page 4) 

This led to 
the thought that cancer is primarily a disease of 
civilization, and in all probability partly attrib- 
utable to modern habits of life, especially in 
the direction of a modified food supply. The 
dietary habits of modern people are largely at 
variance with those of the past, and in no re- 


of cancer among primitive races. 


spect perhaps does the modern man differ more 
from the generations that have preceded than 
to the extent to which he relies for his nutrition 
upon food materials which have been modified, 
altered, preserved or conserved, as the case 


may be. 
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Combined with the foregoing is the unques- 
tionable increase in nervous tension practically 
universal among modern civilized peoples in 
active and often intensive competition with each 
other. Cancer, in brief, is not likely to be found 
attributable to a single cause but, as a matter 
of fact, to a multitude of conditioning circum- 
stances the ascertainment of which involves 
numerous lines of highly specialized, thoroughly 
qualified and absolutely impartial research. 

The insurance aspects of cancer are of grow- 
ing importance to the policyholders. In the 
experience of the Metropolitan Insurance Com- 
pany, combining both industrial and ordinary 
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risks, the claims paid on account ot cancer 
have increased from $3,645,000 in 1921 to $4,- 
629,000 and $5,353,000 in 1922-23. In the case 
of a large and representative life insurance 
company, in the case of males, the proportionate 
mortality from cancer has increased from 5.3 
per cent of the mortality from all causes dur- 
ing 1900-10, to 6.2 per cent during 1911-15 and 
8.6 per cent during 1921-23. In the case of 
women the proportion has increased from 10.2 
per cent during 1906-10 to 11.8 per cent dur- 
ing IQII-I5 and 12.4 per cent during 1921-23. 

It, therefore, requires no extended considera- 
tion to emphasize the pecuniary aspects of the 
cancer problem to life insurance policyholders. 

To an increasing extent companies pay claims 
on account of deaths from cancer when, had 
the patients been properly treated, they might 
have continued to pay premiums for quite a 
number of years. While evidence on the sub- 
ject is somewhat difficult to obtain, it is a 
safe statement to make that to an increasing 
extent life is being prolonged in the case of 
cancer patients who come for early and quali- 
fied treatment. Unfortunately, in the large 
majority of cases, operative treatment is made 
use of while the patient is really in an inoper- 
able céndition. The medical profession is 
largely responsible for needless delay in proper 
treatment, and it is upon the medical profes- 
sion that the major portion of the responsibility 
for an improvement in the operative mortality 
rate must rest. Radium treatment within re- 
cent years has made progress and for many 
forms of cancer, especially in combination with 
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for a number of American Life Companies. 
You will appreciate our quick decision and prompt service in your cases, 


Reinsurance on the yearly Renewable Term plan, or for substandard 
Our decision given by wire on day of receipt of 


THE ONTARIO EQUITABLE LIFE & ACCIDENT 
a INSURANCE COMPANY 


S. C. Tweed, President. 








surgery, it is unquestionably efficient and bene- 
ficial. Other forms of treatment yield good 
results in exceptional cases, but they must be 
dealt with in an extremely cautious manner ; for 
it is unfortunately the bitter truth that there 
prevails throughout the country a vast amount 
of malpractice which, in the name of cancer 
cures and cancer treatments, deludes the unsus- 
pecting public into a course of action in which 
death is a foregone conclusion. An enormous 
responsibility rests upon the medical profes- 
sion for developing the cause of cancer control 
upon a really substantial and far-reaching basis. 
There is the utmost danger that the methods 
being followed will degenerate into mere pub- 
licity and broad assertions, without reaching to 
the root of the problem. 


Vast sums of money are being spent upon so- 
called cancer campaigns upon which the public 
has a right to expect a return proportionate to 
the effort made. There is no room for amateur- 
ish guesswork or false pretense. The situation 
is one of the most serious that ever confronted 
the American people. For cancer strikes at the 
root of the well being, the health, the longev- 
ity and the happiness of the entire adult popula- 
tion. It is to be hoped that the surveys which 
are now in progress will continue to receive 
the liberal support of life insurance companies 
whose interests are directly affected by the re- 
sults aimed at. The light is slowly breaking 
on cancer research, and the outlook, while ap- 
parently most discouraging, was never more 
hopeful. 
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Shortening The Selling Process 


Our SYSTEM of obtaining ‘‘leads”’ for 
our Agents has been cited as one of the 


This service is part of our comprehensive 
program of Home Office cooperation which 
is of genuine practical value to our men in 


Service to policyholders is also the best 
Our Policy- 
holders Service Department offers, among 
other things, the health service of the Life 
Extension Institute free of charge. 


For information concerning Agency op- 
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NEW YORK ASSOCIATION 
MEETS 


Local Agents Gather in Syracuse for 
Annual Convention 


EUGENE A. BEACH ELECTED 
PRESIDENT 


Invasion of Insurance Business by Govern= 
ment and Mutual Competition Are 
Keynotes of Sessions 


By Loucuton T. SmitTH 


Nearly three hundred members attended the 
forty-second annual meeting of the New York 
State Association of Agents at the 
Onondaga hotel, Syracuse, on June 4 and 5. 
Retiring President Frank L. Gardner presided 
over the gathering, and the delegates were wel- 
comed by Frederick V. Bruns, a prominent 
Syracuse agent and president of the Syracuse 
Chamber of Commerce, who strongly recom- 
mended that all members of the association 
affiliate themselves with civic organizations and 
take such other steps as will even further dig- 
nify their calling as representatives of the in- 
surance business. The response was made by 
Vice-President Ward H. McPherson of the 
association, who voiced the appreciation of all 
those in attendance for the hospitality received 
at the hands of the local insurance men. 


Local 


FRANK L. GARDNER’s REPORT 

Frank L. Gardner, in his report submitted as 
retiring president of the New York Associa- 
tion, pointed out that one of the most neces- 
sary things to an agent’s success was what he 
styled “the vision of service.” The many un- 
solved problems which during the year have 
been subjects for litigation were enumerated 
by Mr. Gardner, who said that such difficulties 
could not be settled by law but must be han- 
dled by co-operation and with common sense. 
Insurance agents, said Mr. Gardner, forming 
the foundation upon which the business rests, 
can exert a tremendous influence through their 
National Association, and thus bring about the 
betterment of conditions. He recommended 
strong local associations as the best means of 
attaining desired ends, and said that the 
strength of the local bodies throughout New 
York State has been put forth in the interests 
of all. Mr. Gardner paid a tribute to the ef- 
forts of Eugene A. Beach as secretary and 
treasurer of the New York Association, and 
stated that he had “borne the brunt of the work 
this year and did with a smile.” 

Mr. Beach followed retiring President 
Gardner as a speaker, and submitted his re- 
port for the year. This showed that one hun- 
dred and fifteen new members were taken in 
during the twelve-month period ,and that the 
association now has 658 members. He urged 
everyone to do his part to increase the mem- 
bership, and recommended that more local 
clubs and regional meetings be organized with 
this end in view. The accomplishments of the 
conference committee in its dealings with the 
fire rating organizations were dilated upon by 
W. H. A. Munns of Syracuse, who said that 


the comity between the several bodies had been 
more marked than ever before and was cer- 
tain to react to the benefit of insurance agents, 
companies and policyholders. 


LicENSE FEES FOR ADJUSTERS 

W. L. Austin of Albany, chairman of the 
legislative committee of the association, sub- 
mitted a report, in which he reviewed the ac- 
tivities of the lawmakers, in so far as they hore 
on the business of insurance within the State 
during the past year. Of all the bills sub- 
mitted, said Mr. Austin, the Downing Compul- 
sory State Fund bill was the most important, 
but he was pleased to be able to inform his 
hearers that this bill did not pass either House, 
but died in committee. The proposed law to 
permit mutuals to issue policies with non- 
assessable features, which did not succeed, was 
decried as a bad piece of legislation, on the 
ground that a mutual should either be assess- 
able or should be a stock company. The 
amendment, requiring a license fee of $25 from 
public adjusters and demanding a_ proper 
method of determining their trustworthiness, 
was commented upon by Mr. Austin as being 
in the interests of the business. This measure 
was passed by the Legislature. The report of 
the legislative committee recommended that the 
association give its support to the plan adopted 
by the Michigan Insurance Commissioner with 
regard to the qualifications of agents and 
brokers. 

MutTuaL CoMPETITION 

Before Wednesday morning’s session closed, 
W. J. Farber of Bowen, Perry & Farber, 
and C. D. Melhuish of Sloane, Melhuish & Co., 
addressed the meeting on the subject of fire and 
casualty mutual competition. Casualty, mutual 
competition was handled by Mr. Farber, and 
mutual fire competition by Mr. Melhuish. 
Combatative methods were discussed in each 
case and research material bearing on the sub- 
ject was submitted. 


AFTERNOON SESSION 

After an adjournment for lunch, at which 
the Association members and their friends 
were the guests of the Insurance Agents’ Club 
of Syracuse, the afternoon meeting listened to 
the reports of the activities of local insurance 
clubs and to the report of the casualty con- 
ference committee, which was read by E. H. 
Warner of Buffalo. The speakers of the after- 
noon were Lawrence D. Bates, manager of the 
3onding Department of the Atna Insurance 
Company at Albany, and James L. Madden, 
manager of the Insurance Department of the 
National Chamber of Commerce. Mr. Bates 
detailed the common errors made in the writ- 
ing of bonds and explained the reasons under- 
lying occasional delays in their issuance. He 
pointed out that such delay was often caused 
by the agents’ failure to furnish the company 
with proper information at the time the appli- 
cation was submitted. Stressing this point, 
Mr. Bates concluded: “Bear this one thought in 
mind, that before forwarding papers in a bond 
case to your company put yourself in the posi- 
tion of the surety and ask yourself, would you 
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pass upon this case with the same facts before 
you that you present to us? If you consider 
that you have sufficient information before you 
on which you feel that the bond can be safely 
executed, you will find that your judgment will 
generally stand.” 


GovERNMENT INTERFERENCE DECRIED 

James L. Madden spoke on “Government In- 
terference with Business,” and dealt principally 
with the fallacious arguments used by advo- 
cates of Government insurance in urging the 
recent favorable consideration of the Fitz- 
gerald bill, which rrovides for the exclusion of 
all forms of private insurance enterprise and 
requires an employer to insure with the Fed- 
eral Fund. Although this bill only proposes to 
extend to employees in the District of Colum- 
bia, said Mr. Madden, it is really designed to 
serve as a model for State legislation. The 
speaker urged that educational methods be 
adopted by insurance men to combat such move- 
ments, and recommended that policyholders, as 
well as agents and company executives, exert 
themselves to secure the defeat of the measure. 
On the subject of conservation, Mr. Madden 
said: “Where your companies offer a conserva- 
tion service it is not enough to tell a client about 
it. You have to sell it to him, and after he has 
started to use it you must follow him up to see 
that he keeps using it. This is important be- 
cause in the eyes of your policyholders you are 
the insurance company. Through your conduct 
toward them, they gauge the institution which 
you represent.” As a Parthian shot at the 
legislators who would turn the business of in- 
surance over to the Government, Mr. Madden 
concluded : 

A candidate for office who will pledge him- 
self to uneconomic principles in exchange for 
support from certain classes is not truly rep- 
resentative. If men of this type are elected, the 
citizens have themselves, to a great extent, to 
blame when unwise legislation is enacted. 
Every effort should be made to secure candi- 
dates who will base their judgment upon facts 
rather than political expediency. When men of 
this type are elected, it is important that the 
insurance men as citizens continue to support 
them during their term of office. 

The banquet on Wednesday night was very 
successful, the speaker of the evening being 
Charles L. Underhill, member of Congress 
from the ninth Massachusetts district, who 
scored bureaucracy and told the agents that 
their business was laboring under too much 
Governmental supervision and control. He said 
that the craze for investigations on the part of 
the last Congress had resulted in a neglect of 
private rights and had thus laid the insurance 
business open to many dangers. 


ELECTION OF OFFICERS 


The election of officers resulted in the promo- 
tion of Secretary and Treasurer Eugene A. 
Beach to the post of president of the New 
York State Association. Ward McPherson 
was re-elected vice-president and J. W. Rose 
of Buffalo became secretary and treasurer. 
All the members of the Board of Directors 
were reinstated, except three, whose terms had 
expired and whose places were taken by Frank 
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L. Gardner, John B. Rogers, and C. D. Mel- 
huish. The executive committee, following the 
dection, was composed of Gilbert T. Amsden, 
Glenn H. Johnson, and Frank L. Gardner, who 
took the place of Edward D. Warner, the lat- 
te’s term having been completed. 


TuurspAy MorNING 


When the Thursday session opened, the re- 
port of the committee on fire and accident pre- 
yention was read by W. Clarke Bagg of Utica 
and a discussion of the subject followed. 
During this the question of proper ethics in 
the case of an agent representing both stock 
and mutual companies was brought up, and Mr. 
Brownell of Watertown suggested that the 
Association take corrective measures .through 
the companies and through inter-agency re- 
search to evolve a method of procedure which 
would work equitably in such situations. 


LAWRENCE DAW ON UNIFORM SCHEDULES 
A letter from E. M. Allen, former president 
of the National Association, congratulating the 
members of the State Association on the pro- 
gram prepared, was read to the gathering. 
Following the submission of a report of the 
company conference committee by Frank L. 
Gardner, Lawrence Daw, secretary of the Syra- 
cuse division of the New York Rating Organi- 
zation, spoke on the operation of the uniform 
schedule and pointed out that a great waste of 
time at present entered into the making of de- 
tailed explanations regarding rates on various 
risks. An agent who failed to take into ac- 
count the defects inherent in any risk, said 
Mr. Daw. deserved to lose the line to some 
broker who would be able to furnish this serv- 
ice to the companies and thus secure the most 
prompt action upon the application. Agents 
should be familiar with methods of reducing 
the hazard and should know whether the cost 
of installation of recommended apparatus, etc., 
would be justified by the good achieved. 


ResoLuTION ON MutTuat INSURERS 


The committee on resolutions submitted a 


memorial expression regarding the death of 
Robert S. Pavior of Rochester, a past-presi- 
dent of the Association. With regard to the 
situation between mutual and stock companies 
and the result of this upon the activities of in- 
surance agents, the committee presented the fol- 
lowing resolution, which was adopted: 


Resolved, That it is the sense of this Asso- 
ciation that no self-respecting member in com- 
Petition with a stock company would place or 
cause to be placed any risk of insurance, either 
ire or casualty, with a mutual company, and 
turther, that we reaffirm emphatically alle- 
glance to stock companies going so far that it 
is not even expected that although there be no 
competition, a member:of this Association 
shall neither use or advocate mutual. insurance. 
Be It Further Resolved, That this Associa- 
ton ask the same degree of loyalty and co- 
operation with their own respective companies. 
And in Furtherance, We ask that all stock 
companies take steps to sever all bureau rela- 
tions with mutual companies and the different 
so-called State funds. 

Also, That the New York State represent- 
ative attending the 1924 Convention of the Na- 
tional Association of Insurance Agents present 
this resolution at that meeting for adoption. 


R. N. HUGHS RE-ELECTED 


George C. Long Becomes Vice-Presi- 
dent of S. E. U. A. 








NO PREMIUM INCREASE IN SOUTH 





Agents’ Request for Flat Commissions Not 
Acted Upon 


R. N. Hughs, Southern manager of the In- 
surance Company of America, was re-elected 
president of the South-Eastern Underwriters 
Association at the annual meeting of that body 
in Atlantic City last week. George C. Long, 
vice-president of the Phoenix of Hartford, was 
elected vice-president of the Association in 
place of J. G. Pepper, manager at New Orleans, 
of the Liverpool and London and Globe. J. T. 
Raine was re-elected secretary and William F. 
Dunbar was continued as manager. 


The Association received a telegram from the 
Georgia Association of Local Agents urging the 
adoption of a flat rate of commission in the 
South in lieu of the present graded scale of 
commissions. No action was taken upon this 
proposition except to acknowledge the receipt 
of the telegram. The committee which had in 
hand the matter of co-operation with local 
boards presented its report and the previous 
action of the executive committee was sus- 
tained. It was considered to be beyond the 
province of the Association to legislate on mat- 
ters of this kind, the companies holding that the 
prerogatives involved were solely their own and 
were not to be passed upon by associations any- 
where. 

During the past few months conferences have 
been in progress with non-affiliated companies 
in regard to excess commissions and the possi- 
bility of their joining the Association. The 
committee in charge reported progress but the 
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HIS special number will give merited recognition to the 

organizations which have contributed greatly to the up- 
building of the insurance business, and to the men whose broad 
vision, energy and self sacrifice, coupled with unremitting and 
intelligent efforts, have been influential factors in the steady 
improvement and enormous expansion thereof. 


Prominent men in the insurance world will contribute Inform- 
ative Articles, Describing the Achievements and Aims of the 
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PHCENIX 


Assurance Company, Ltd. 


OF LONDON 
100 William Street, New York 


PHCENIX 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commotion, 

Public Liability, Workmen’s Compensation, Burglary & Theft, 
Accident & Health, Plate Glass, Golfers. 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 


Established 1869 


LONDON GUARANTEE & ACCIDENT ¢0,, Ltd. 


Head Office 55 Fifth Ave., New York 
C. M. Berger, United States Manager 
Philadelphia Branch Office 
Wood Building, 512-514 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers. 145 Milk Street, Boston; Mass. 


PEALE TROIS 





OF LONDON 
ENCLAND 
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CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N. Y. 
Guaranty Fire Assurance Corp., N. Y, 





F. M. GUND, . Western Dept. HAROLD JUNKER, Mgr. Pacific Coast Dept. 
eee g linois San Francisco, California 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1924 


Reserve for Unearned Premiums .............. $1,251,042.79 

SOP MERANANSIOS 055 ss 55 c's ore aids 6 4 66 ee es oe SS 307,400.33 

ESTE TTN Las EI IRR eee vera ae ee re $500,000.00 

Be ENING Sine ora oso S Gace sii oie ie 1,103,162.36 

Surplus ito Policyholders. . ........6..0660006s- 1,603,162.36 
SR ES ECS 2 eo ee ee ar ee een $3,161,605.48 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, Asst. Secretary 
J. M. Leake, General Agent 


Wm. H. Palmer, President 

B. C. Lewis, Jr., Secretary 

J.C. Watson, Treasurer 
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NOURANGE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 














“Three Chief Considerations”’ 


“In buying insurance there are three chief considerations— 
quality, quantity and price. Unfortunately many business 
men consider them in the inverse order of their importance, 
ranking price first, quantity second and quality third. Sound 
insurance, however, is never sold down to a price; it is sold 
up to a standard. And sound insurance cannot be sold ‘at 
cost’ because ‘at cost’ insurance is without a background of 
capital, and without capital there cannot be any guarantee 
that claims will be met today, tomorrow and twenty years 
hence. Standard stock companies which endeavor to earn 
a profit for capital are the only insurance carriers in the casual- 
ty and fire fields which have any assurance of permanence and 
in which the first cost of a policy is the last cost. Most of 
them today are ancient institutions and they will be ‘going’ 
concerns when the ‘at cost’ co-operative carriers have passed 
into history.”’ 

From an address of Henry Swift 
Ives before the Middle West Divi- 


sion of the National Electric Light 
Association, on April 10, 1924. 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 











HENRY EVANS Cash 
Chairman of the Board { Capital: 
JAMES A, SWINNERTON One Million Dollars 

President 
“AMERICA FORE" 
New York Chicago San Francisco 




















THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 


Formerly U. S. Manager, North British & Mercantile Insurance Company, 
and a former President of the National Board of Fire Underwriters. 


A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 
Cloth Binding, 220 pages 
Price, postpaid, $4 
Bound in with the above-named book is now included Mr. Richards’ 
pamphlet (sold separately at $1 per copy) on 
FIRE UNDERWRITING PROFITS 
as related to 
EXPERIENCE RATE-MAKING 


a striking analysis of underwriting results for 22 years, and an argument for 
a change in the manner of computing underwriting profits. 


THE SPECTATOR COMPANY 
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matter was not brought up for action, Like- 
wise the subject of farm applications was re- 
ferred to without action. 

President Hughs, in his annual address, 
prought out the fact that the aggregate pre- 
mium income of the fire insurance companies 
in the South had not increased during the year 
and that therefore such companies as had en- 
joyed increases did so through a shifting of 
business. Despite the lack ot increased in- 
come, losses increased heavily, rendering the 
present state of the fire insurance business in 
the South somewhat unsatisfactory. He also 
referred to the fact that during the past year 
there has been no adverse legislation in the 
South, although there is still a threat of it in 
South Carolina. 

Following the president’s address it has been 
the custom of the Association to appoint a 
steering committee of fifteen to consider it and 
make recommendations accordingly. That plan 
was dispensed with this year and much time 
was saved thereby. 

The meeting was well attended, there being 
over eighty companies represented and many 
more actually present, as several companies had 
more than one representative. 

A radiogram was sent to W. R. Prescott and 
Milton Dargan, who sailed that day via the 
Berengaria for a vacation in Europe. 


Missouri Agents Against Governor Hyde 
Sr. Louis, Mo., June 9.—The Insurance 
Agents Association of Kansas City, Mo., is 
actively opposing the efforts of Governor 
Arthur M. Hyde »f Missouri to land the Re- 
publican nomination for Vice-President of the 
United States, and has sent out letters to vari- 
ous organizations of insurance men and indi- 
vidual agents asking them to fight Hyde’s 
candidacy. The letters are accompanied by 
copies of the resolution adopted by the Missouri 
Association of Insurance Agents. 
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NEW YORK SURVEYS 

Is the Broker Responsible for Anything? 
—Probably the fact that the broker is respon- 
sible for a great deal is not appreciated. The 
fact is that under the new law he is placed in 
about the same position as a company and/or 
its agent. It is not a question of his ability 
to get by with something which he knows is 
wrong and then to find himself in the con- 
venient position of not being responsible for 
what he has done; it is a condition where he 
is responsible to begin with, and the changes 
in the law a recent while ago were for the ex- 
press purpose of producing that result. It 
would be an anomalous condition of the State 
in its attempted control of the insurance busi- 
ness and the brokers should allow the broker 
to do about as he pleased, regardless of the 
law, provided he could induce the company 
and/or the agent to accept his position on the 
matter. It may be that we shall not have this 
point of the law cleared up until some one is 
hurt, but some one will be hurt unless care is 
exercised in the matter. 

The Weak Point in Sprinkler Equipments, 
—The mutual companies are calling special at- 
tention this month, and are doing it in full- 
faced type, to three cases where fires originat- 
ing in unsprinklered portions of an otherwise 
sprinklered plant were the occasion of very 
substantial losses. This is the “heel of 
Achilles” in sprinkler equipments. Apparently, 
as the writer, Edward Atkinson says, “The 
only rule in putting sprinklers into a risk is 
that if you feel sure a fire cannot originate at 
a certain point, put sprinklers there.” 

The Burial.—A little over a year ago a 
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certain process in regard to losses on con- 
tractors making wearing apparel became ef- 
fective. In that time almost one thousand 
cases have been disposed of. with losses in the 
neighborhood of $1,250,000. Not all of the 
cases involved a loss; for 125 at least no claim 
was made, but the percentage of those claim- 
ing a loss was very high and the average Icss 
ran in the neighborhood of $1,600. 


PHILADELPHIA NOTES 

Resigns Commercial Union.—Insurance 
men on Walnut street were much surprised to 
learn that Frederick L. Holman, suburban 
secretary of the Commercial Union, in this city, 
had resigned. The resignation will take effect 
July 15. For a number of years Mr. Holman 
has supervised for his company the business in 
Philadelphia and the New Jersey suburban dis- 
tricts and has greatly increased the coverage in 
his territory. Mr. Holman has as yet made no 
announcement as to his plans following his 
severance with the Commercial Union. 

H. H. Remington Goes to New Orleans.— 
President J. Lynn Truscott of the Camden 
Fire announces the appointment of H. H. Rem- 
ington, former vice-president of the company, 
as Louisiana State agent for the Camden, to 
be stationed at New Orleans. The appoint- 
ment is effective June 1. Mr. Remington suc- 
ceeds Felix F. Perrillist, who has resigned. 
Mr. Remington was formerly with the Union 
and afterwards with the old Jefferson. He has 
long been a resident of New Orleans. 

Association Plans to Move in Fall—The 
Middle Department Association plans to move 
into the new General Accident building at 410 
Walnut street, when it is completed in the fall. 
The Association needs larger quarters as it has 
been cramped for office space at its present 
place, 312 Walnut street, where it has been lo- 
cated for 40 years. The Middle Department 
was an outgrowth of an organization of in- 
surance adjusters in Maryland, New Jersey, 
Pennsylvania and Delaware. The present asso- 
ciation was formed in 1881 in this city and has 
flourished ever since. 


CHICAGO AND THE WEST 

Several of the large insurance firms in the 
Insurance Exchange building are planning an 
extensive advertising campaign in the co- 
operative plan, using the daily newspapers and 
appealing to the public to place their fire, auto, 
and burglary insurance only with firms who 
represent the best companies and have a repu- 
tation for efficient service, etc. The plan is be- 
ing submitted through the Chicago Board of 
Underwriters. 

The City of Chicago filed its pleadings 
this week in the insurance tax case. This is to 
complete the record, and further action in the 
case will be taken to perfect an appeal to the 
Supreme Court, which is expected before the 
end of the week. 
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‘‘First—We believe that The Lincoln Na= 
tional Life, in order to have the right to suc- 
ceed must be of real service to its clients, and 
that any unusual success must result from 
unusual service rendered. 

‘“‘Second—That real service consists of 
issuing safe protection to the greatest possi- 
ble proportion of applicants at the lowest 
possible premium.”’ 


A building program founded on the bed rock 
of service. 

This same spirit of service in real and generous 
measure awaits those who 


(ink uP ()wirs THe (LINCOLN) 


The Lincoln National Life Insurance Co. 
**Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $300,000,000 in Force 
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SNTER- SOUTHERN UFE BUILDING . 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $85,000,000 of business in force 

















WEST COAST LIFE 
INSURANCE COMPANY 


San Francisco, California 








LIFE 
GROUP 
SUB-STANDARD 
COMBINATION ACCIDENT & HEALTH 








Business in Force $64,667,311 
| Admitted Assets $8,867,706 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 


of New York 


34 Nassau Street New York 
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DISCUSS DISABILITY 





American Life Convention Medical 
Men in Session 


NEED FOR CARE EMPHASIZED 





Varied Program Brings Out Many Interest- 
ng Viewpoints on Live Topics 
By Ernest V. SULLIVAN 

Among many interesting views put forth in 
connection with the annual meeting last week 
of the Medical Section of the American Life 
Convention at the Hotel Traymore, Atlantic 
City, was that of Dr. Charles B. Piper, M.D., 
medical director of the Guardian Life Insur- 
ance Company of America, New York, who 
aid that he believed that within ten years one- 
qarter of the life insurance issued in the 
United States on policies under three thou- 
and dollars would be granted without medical 
examination. 

Henry Moir, president of the United States 
Life Insurance Company, opened this interest- 
ing subject in a talk during the first day’s ses- 
sion in which he particularly called the atten- 
tion of his audience to the Canadian experi- 
ments in that direction. A number of Cana- 
dian companies are now issuing small policies 
and while the 
practice is still in the nature of an experiment, 
it seems, from present experience, likely to be 
attended with success, according to Mr. Moir. 
It was estimated at the meeting that between 
fifteen and eighteen millions of dollars is spent 
amually by American life insurance companies 
A large portion of 
this could be saved by issuing policies up to 
{2500 or $3000 without medical examination 
ad Mr. Moir expressed the opinion that the 


without medical examination: 


for medical examinations. 


aving would more than pay the expenses of 
increased mortality, if any was noticed. 


Larce PoricyHo_perRs Goop RIsKs 


Jumbo policies were freely discussed and a 
Dr. J. R. Neal 
of the Mutual Life of Illinois spoke of them 
in his discussion of the excellent paper of 
Dr. Martin L. Olsen, of the Central Life of 
Des Moines, who spoke to the subject, “Selec- 
Dr. Neal said 
that he considered the jumbo policy to be a 
letter risk than the smaller ones, as a rule, 
since they are issued to men of superior intelli- 
gence able to 


examiner's questions better than uninformed 


variety of opinions expressed. 


tio Against the Company.” 


who are answer the medical 
men and who, once obtaining the insurance, are 
likely to look after their health with much 
steater care than could be expected of men 
vho could not afford to purchase large policies. 


Disapitity Discussion ACTIVE 
The meeting was interwoven with discussion 
ot the disability question and it was interesting 
° Note that there was a practical unanimity 
m opinion that the medical departments, neither 
‘ngly nor as a whole, have sufficient statistics 
Upon which to base sound underwriting opin- 
on. One speaker pointed out that that end of 
the business has already too long been regarded 





simply from a sales standpoint rather than 
from an underwriting standpoint. One point 
that was brought out was that there has been 
considerable overinsurance in disability and 
that companies should question applicants re- 
garding the amount already in force. It was 
brought out that it is comparatively easy for 
a man to secure full disability coverage at the 
height of his earning power and, when age 
brings about a reduction in income, to suffer 
a nervous breakdown and live comfortably 
thereafter on the insurance companies because 
of total disability. An interesting paper on the 
legal aspects of the question was contributed by 
Harry C. Bates, of the legal staff of the 
Metropolitan Life Insurance Company. 


PAPER ON HEART MuRMURS 

One of the outstanding papers presented at 
the meeting was that of Dr. W. S. Thayer, 
of Johns Hopkins University, whose subject 
was the “Interpretation of Mutual Heart Mur- 
murs.” He included in this paper, however, a 
general discussion of systolic heart murmurs 
and he was given close attention. It was notice- 
able that every member was present to listen 
to this paper. The paper was purely technical 
and dealt chiefly with causes of heart murmurs 
and at what points they could be located and 
why. He related the results of a very inter- 
esting set of experiments to produce artificial 
murmurs in a dog. One statement made by 
him, not included in his paper, was to the effect 
that, although he has given expert advice upon 
hundreds of cases which been refused 
insurance he has yet to find a case in which 
the refusal was unwarranted. 


have 


EDUCATING EXAMINERS 

The matter of educating field examiners to 
the needs of the life insurance business received 
serious attention. In introducing Dr. C. N. 
McCloud, of the Minnesota Mutual of St. Paul, 
Dr. Henry Wireman Cook, chairman of the 
section, spoke of the work done by the former 
in connection with a symposium of the 
Ramsey County Medical Society, before which 
Dr. McCloud arranged the presentation of sev- 
eral papers by prominent life insurance medical 
directors. These included: Dr. J. Allen Pat- 
ton, medical director of the Prudential Insur- 
America; Dr. Robert E. 
Rowley, medical director of the Phoenix 
Mutual Life Insurance Company of Hartford; 
De EOL. 
Travelers Life Insurance Company, and Dr. 
1). E. W. Wenstrand, assistant medical director 
Northwestern Mutual Life Insurance 
Company. Dr. McCloud had three major sug- 
gestions to make in connection with the sub- 


ance Company of 


Grosvenor, medical director of the 


of the 


ject, one being to secure speaking appointments 
at medical society meeting, another to use the 
columns of medical journals and a third being 
with the examiners checks, short, 
carefully prepared letters, each upon one sub- 
ject and clearly explaining the viewpoint of 
life insurance companies upon that particular 
subject. This latter method has been tried out 
by the section, a committee having prepared 
two such letters and achieved considerable suc- 


cess by their distribution through the offices 


29 


to enclose 


of the various member companies now listed. 

As a result of Dr. McCioad’s paper and the 
discussion thereof, a committee was appointed 
to prepare a book or list of references to be 
used by medical examiners. 

ELECTION OF OFFICERS 

M. M. Lairy, medical director of the Lafay- 
ette Life, of Lafayette, Ind. was elected the 
new chairman of the medical section, succeed- 
ing Dr. Cook. Dr. J. B. Steele, medical 
director of the Volunteer State Life of Chat- 
tanooga, was continued as vice-chairman, and 
Dr. F. L. B. Jenny, medical director of the 
Federal Life of Chicago, remains as secretary. 
The vacancy on the board of managers was 
filled by the election of Dr. Ross Huston, med- 
ical director of the Bankers Life of Des 
Moines. 

Delegates and alternates to the meeting of 
the Association of Life Insurance Medical 
Directors were elected as follows: Dr. M. M. 
Lairy, Lafayette Life, Lafayette, Ind. alter- 
nate, Dr. H. M. Finnerud, Dakota Life, Water- 


town, S. D.: Dr. Carl Stutsman, Merchants 
Life of Des Moines, alternate, Dr. M. L. 
Turner, Western Life of Des Moines; Dr. 


George E. Crawford, Cedar Rapids Life of 
Cedar Rapids, Iowa, alternate, E. W. Rhein- 
heimer, Two Republics Life, El Paso, Texas; 
Dr. J. E. Kinney, Farmers Life of Denver, 
Col., alternate, Dr. J. H. Dunkley, Shenan- 
Life, Roanoke, Va.; Dr. J. E. Tuite, 
Rockford Life, Rockford, Ill., alternate, Dr. 
E. B. Kyle, Home Life of Philadelphia; Dr. 
B. C. Brooke, Montana Life, Helena, Mont., 
alternate, Dr. A. J. Geisy, Oregon Life, 
Seattle; Dr. B. F. Byrd, National Life and 
Accident, Nashville, Tenn., alternate, Dr. F. 
H. Sholle, Kansas Life, Topeka; Dr. J. E. 
Daniel, Great Southern Life, Houston, Tex., 
alternate, Dr. J. W. Weir, National Fidelity 
Life, Kansas Citv, Mo.; Dr. M. T. McCarty, 
Peoples Life of Frankfort, Ind., alternate, H. 
H. Young, George Washington Life, Charles- 
ton, W. Va. 

The next meeting of the section will be held 


doah 


early in October at Louisville, Ky. 
The executive committee of the American 
Life Convention also met at Atlantic City. 


No important action was taken. 


Virginia Agents of Mutual Life Gather in 
Richmond 

RicHMoND, Va., June 9.—The annual meet- 
ing of the Virginia agents of the Mutual Life 
of New York was held in Richmond on June 
10, with John S. Efford of Farmville, presiding. 
Mr. Efford is president of the Virginia Club. 
About forty-five attended. Speakers were: 
Manager S. B. Love and Superintendent of 
Agents E. D. Wilson of the Virginia Agency, 
Clark E. Lindsay, R. B. Augustine, A. S. Craft, 
E. G. Simmons, W. O. Bristow, C. H. Cuth- 
bert, H. E. Hyatt and W. H. Payne. Governor 
E. Lee Trinkle delivered an address at the noon- 
dav dinner, served at the Jefferson Hotel. Mr. 
Efford and J. B. Hutcheson, secretary and 
treasurer of the club, each made reports. The 
meeting concluded with an open forum, in 
which all took part. 
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is a compilation of 33 stories showing just what Life Insurance means 
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WESTERN UNION LIFE 
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nia, 
Iowa, Idaho, Kansas, Minnesota, 
Missouri, Montana, Nevada, New 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota» 
Utah, Washington, Wyoming and 


Colorado, Indiana, Illinois, 


TRUE UNCAPHER 
Vice-Pres. and Gen. Mgr. 








N. A. L. U. PROGRAM 


Plans for Four-Day Session at Los 
Angeles 





SPECIFIC SUBJECTS INTRODUCED 





Special Convention Train Plans Progress- 
ing Rapidly—Many Reservations 
Coming In 

The rapid approach of the dates set for the 
los Angeles meeting of the National Associa- 
tin of Life Underwriters (July 22-25) finds 
the executive offices receiving daily reservations 
for the special trains which will carry dele- 
gates from the East over the Santa Fe route 
to the California city. The fact that several 
company conventions are being held in con- 
junction with the National Association meet- 
ing has helped materially to make the special 
train a success. 

The program has been definitely formulated 
except for the insertion of the names of the 
various discussion leaders. As given out by 
Everett M. Ensign, executive secretary of the 
Association, it is as follows: 


HEADQUARTERS 
Biltmore Hotel 


Meetings, Tuesday, Wednesday, Thursday and Friday 
Biltmore Theatre, Los Angeles 
July 22, 23, 24 and 25, 1924 


ANNUAL MEETING EXECUTIVE COMMITTEE 


Monday, July 21, at 9:30 A. M., Biltmore Hetel 
Meeting of Leaders 


TUESDAY MORNING SESSION 
July 22, 1924—-9:30 A. M. to1 P. M. 
Assigned to Will G. Farrell 


9:80'a.. m.—Singing, Led. by) occ ciessiccdiceses sees 
Get acquainted. 

4:40'a, m.—Invecation, By s.ct.scscsscecccccsce 
9:45 a, m.—Convention opened by president. 

10:10 a. m.—Address: “The Human Value in 


Business Compared with the Property Value,” by Dr. 
s. S. Huebner, dean, department of Commerce and 
Finance, Wharton School, University of Pennsylvania, 
Philadelphia, Pa. 

10:45 a, m,—Remarks by representative of Cham- 
of Commerce of the United States of America. 
11:00 a, m,—Singing. 


ber 





11:05 a. m.—Business insurance. 


1. Specific cases where business insurance was 


not carried and where the business suffered. Pre- 

SONIC The 5 ok Jewkes Serle sencecareeEe ees eeueeeawoe 
11:30 a. m.—Discussion conducted by..........++ 
11:45 a. m.—Singing. 
11:50 a. m.—2. Specific cases where business in- 

surance has served. Presented by........ceececeee 
12:15 p. m.—Discussion conducted by..........-+s 
12:35 p. m.—Subject closed by......cccccccccces 
12:50 p. m.—Announcement about reception and 


entertainment. Appointment of nominating commit- 
tee and announcement of meeting time and place. 
1:00 p. m.—Adjourn. 


TUESDAY EVENING—JULY 22, 1924 
Entertainment to Visiting Delegates 
(In Charge of Los Angeles Life Underwriters 
Association) 
11:00 p. m.—Meeting nominating committee at..... 


WEDNESDAY MORNING SESSION 


July 23, 1924—9:30 A, M. to 12:30 P. M. 
Assigned to Ben. C. Shapro 
9:80 4: m—Simnamms: ed Wes cc csc ccctoce cceouave 
9:85 a. m—Invocation, By <cceccccsscccasccsse 
9:40 a. m.—Remarks by representative of the 


Association of Life Insurance Presidents. 

10:00 a. m.—Life income insurance, 

1. Recent specific cases where estates have been 
dissipated, and where life income insurance could 
have helped, and where life income insurance has 
notably served. 

Conducted as an agency. 

Morning meeting by 

12:00 m.—Discussion closed by..........ccesecece 

12:15 p. m.—Remarks by representative of Associa- 
tion of Life Agency Officers. 

12:30 p. m.—Adjourn, 


Cocco serrcccsceseceseeceeese 


GROUP MEETING 
AGENCY BUILDING 
WEDNESDAY EVENING—July 23, 1924 
8:00 P. M. to 11:00 P,. M—BILTMORE HOTEL 
Assigned to Winslow Russell 
DEVELOPING SUPERVISION OF AGENTS 
8:00 p. m.—Singing. 
8:05 p. m—Invocation. Bysccsccccccccccsccesess 
8:10 p. m.—Should the new agent be permitted to 
begin soliciting alone? Led by.........sceseeecees 
Discussion conducted Dby.......cscccccsccccccces 
8:35 p. m.—How to teach the new agent to secure 
prospects. 
Discussion conducted by......cscccccccccccccccece 
9:00 p. m.—Work of supervisors with new agents. 
Led by 
Discussion conducted by... ..cccccesccscccccssetc i 
9:55 p. m.—Singing. 
10:00 p. m.—Joint work of other agents with new 
LOG Wivesdaccssacedac cidndednede ada anee 
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agents, 


Discussion conducted by.....-.eeeeececeeeereeeee 
10:30 p, m.—Announcements. 
11:00 p. m.—Adjourn. 


THURSDAY MORNING SESSION 
July 24, 1924—9:30 A. M. to 1:00 P. M. 
Assigned to John Henry Russell 
9:30 a. m.—Singing. Led by..........ccccccceee a 
0:85 a. m—Invocation by... .cccicccoccssccsccces 
9:40 a. m.—Remarks by representative of Ameri- 
can Life Convention. 


THE APPROACH 
10:00 a. m.—Introduction of subject by.......... 
Essentials to the success of any approach: 

(a) Prospect must be in proper frame of mind. 
Steps to assure this can be planned. 

(b) Appeals must be made to one of his domi- 
nant interests. Must be known in ad- 
vance or drawn out at interview. 

(c) The more important the case the more im- 
portant the plan. There will probably be 
less time available in the actual interview. 

10:20 a. m.—I. Planning the approach, 

(a) What data or aids will be helpful? 

(b) Where and how can these be secured? 

(c) To what interest shall first appeal be made? 


(d) Which interest is to be discussed for life 
insurance service? 
Discussion—Led and closed by....:....scsccccee e 


Based on “Insurance Picture.” 
11:20 a. m.—Singing. 


11:25 a m—II. Making the approach, 
President’s prize contest. Led by..........eeeeeee 
12:25 p. m.—Demonstrations closed by......++. eee 


12:30 p. m.—Remarks by representative of the Life 
Underwriters Association of Canada. 

12:45 p. m.—Report of nominating committee. 

12:50 p. m.—Announcements about banquet. 

1:00 p. m.—Adjourn. 


BANQUET 
BANQUET HALL—BILTMORE HOTEL 
THURSDAY EVENING—7:00 P. M. to 10:00 P. M. 
July 24, 1924 
President Graham C. Wells, Presiding 
200 p. m.—Invocation by......cccecccccccccccce . 
115 p. m.—Singing. (Also throughout dinner), 
8:30 p. m,—Remarks by president-elect. 
(Speakers.) 
10:00 p. m.—Adjourn, 


~ 
‘ 

~ 
‘ 


FRIDAY MORNING SESSION 
July 25, 1924—9:30 A. M. to 1:00 P. M. 

Assigned to Franklin W. Ganse. 
9:30 a. m.—Singing. Led by.......eeeeeeeee akes 
9:35 a m.—Invocation. By.......cccccccccece Lew 
9:40 a. m.—Remarks by representative of National 

Convention of Insurance Commissioners. 

9:55 a. m.—“The Heart of the Estate’”—-Pantomime, 
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PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 


Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 


FOR 


EXCESS COMPENSATION 
CASUALTY COVERS 


RAIN INSURANCE 


“Inland Lloyds” 


of New York 
Security Mutual Casualty Co. 
Cash Deposits in OF CHICAGO 


New York State 


$415,050.50 Assets $6,800,000 


Surplus $2,210,000 


Duly organized, approved 
and licensed by the Insur- 
ance Department of New 
York. Surplus and Reserve $6,200,000 


STRONGEST CASUALTY 
COMPANY IN AMERICA 


ALL FORMS OF INSURANCE 
ACCEPTED 
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MUTUAL LIFE OF ILLINOIS 


Springfield, Illinois 








OPERATES UNDER REGISTERED POL- 
ICY AND RESERVE DEPOSIT LAW OF 
ILLINOIS 


Furnishing of PROSPECT LISTS is only 
one of our features of cooperation with 


our Agents 


DESIRABLE TERRITORY AVAILABLE 
FOR GENERAL AGENCIES IN ILLINOIS, 
INDIANA, IOWA and MISSOURI 




















FOUNDATION STONES 


One of a series of articles telling why The Columbus 
Mutual Life Insurance Company stands for certain im- 
portant things. 


Why the Perfected Endowment? — (continued) 


The Perfected Endowment Policy is all that its name denotes. 
The policy automatically becomes the best policy for the in- 
sured regardless of changing circumstances. Under the PFR- 
FECTED ENDOWMENT you can protect your family and 
at the same time provide for old age without being penalized 
if you fail to attain it. You can accumulate a retirement fund 
in connection with your insurance without forfeiture if you die 
before it is needed. All extra premiums paid over those re- 
quired for an ordinary life policy are returned in addition to 
the face of the policy if death occurs. 

All the cards are laid on the table and you direct the plays 
with your eyes open. You are not compelled to choose blindly 
between the various forms of insurance at the time the policy is 
issued while in ignorance of what the future may have in store. 
You have combined in one policy endowment insurance auto- 
matically convertible to ordinary life by death and optionally 
convertible to limited payment life from the time the extended 
insurance is for life up to within two years of the endowment 
date. 

The PERFECTED ENDOWMENT POLICY by its unique 
plan makes it impossible to make a mistake in the form of in- 
surance you purchase. You buy endowment insurance, but 
it is based on ordinary life insurance with endowment additions, 
and its cost is guaranteed to be reduced to less than that of an 
ordinary life in the event of your death. . 

Bim Automatically the Best Policy. Can You Beat It? 


We stand steadfast for certain important principles of life insurance practice 
with policyholders and agents. 
We are looking for men of principle, who think things through for themselves, 


to represent us as agents, 
Cc. W. BRANDON, President. 
D. E. BALL, Sec’y & Actuary. 


THE COLUMBUS MUTUAL LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 
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10:10 a. m.—Estate settlement insurance. 

1. Specific cases where life insurance would have 
helped estates in payment of inheritance taxes and 
other expenses. Presented Wy ei ckndosswdacccewasee 

10:30 a. m.—Discussion conducted by............. 

11:00 a. m.—Singing. 

11:15 a. m.—2. Specific cases where life insurance 
has helped provide money for estate and inheritance 


taxes. 
PIPCHATETI CONG | 2.5.9 ws cote saree aga Naor a eeu ae cae 
11:45 a. m.—Discussion conducted by............. 
12:15 a. m.—Discussion closed by.............e0+- 


12:20 a. m.—Demonstration—insurance trust, 
12:45 a. m.—Convention closed by............000. 


Roosevelt Life to Start About July 1 


The newly organized Roosevelt Life Insur- 
ance Company of St. Paul, Minn., will be ready 
to start active writings about July 1, according 
to recent information from Dr. B. F. Simon, 
who is acting president and medical director. 
The company, whose offices are temporarily in 
the Globe Building in St. Paul, has an author- 
ized capital and surplus of $1,000,000 and its 
stock, with a par value of $100, is being offered 
at $200 per share. 

Participating and non-participating insurance 
will be written at the same price for both men 
and women, and standard and sub-standard 
risks will be accepted. Lewis Hart, who was 
State manager in Minnesota for the Security 
Life of Chicago, is agency manager for the new 
company. 

The board of directors of the Roosevelt Life 
is composed of Dr. B. F. Simon, president and 
medical director; L. J. Dorner, vice-president 
and counsel; Fred H. Murray, treasurer of the 
company and vice-president of the First Na- 
tional Bank of White Bear, Minn.; S. M. 
Waage, secretary; Herman Held, contractor; 
L. A. Weidenheimer, president of the Ameri- 
can House Furnishing Company; W. M. Hardt, 
piano manufacturer; Hon. W. C. Zamboni, 
State Senator for Minnesota, and Amos 
Marckel, lumberman, who is also a director of 
the Mutual Fire Insurance Company of 
Owotonna, Minn. 


Bankers Life Gains 

A record in the production of new business was 
set by the Bankers Life Company, Des Moines, 
for the month of May, when its total of ex- 
amined writing was $14,443,709. This is a 
million better than the best previous month, 
which was in May, 1922, and nearly two million 
ahead of May, 1923. The total of new busi- 
ness produced by the Bankers Life Company 
for the first five months of this year was over 
$60,000,000, or an average of well above $12,- 
000,000 a month. 





Indianapolis Life Entertains Rotary Club 

INDIANAPOLIS, IND., June 7.—Members of the 
Rotary Club, their wives and 
families, numbering more than 400, were guests 
tecently of Frank P. Manly, president, and 
Joseph R. Raub, secretary, of: the Indianapolis 
Life Insurance Company at the new home of 
the company on North Meridian street. The 
structure is the former home of Charles War- 
ten Fairbanks, at one time vice-president of 
the United States. 


Indianapolis 


STUDY SALES EQUIPMENT 


Mutual Men Gather at 


Home Office 


Phoenix 


AIM TO INCREASE NUMBER OF CALLS 


Vice-President Winslow Russell Urges Men 
to Use Sales Helps to Get More 
Quick Sales 

Hartrorp, Conn., June 10.—With the objec- 
tive before them of striving for more and 
more interviews to the end of increased pro- 
duction, the officers of the Phoenix . Mutual 
Life Insurance Company have prepared a sales 
equipment plan which they this week brought 
to the personal attention of the company’s 
agency plant by bringing in over two hundred 
field men to a four-day convention at the home 
office. The company has come to the con- 
clusion that the best and quickest way for any 
agent to show a consistent production increase 
is for him to secure more and more interviews, 
on the theory that he will sell a certain per- 
centage of the number of prospects seen. 

The company has therefore developed its 
plans to smooth the way for the agent, to make 
his company’s name a household word, and 
to bring about a public belief that a Phoenix 
Mutual agent can be trusted to give the best 
possible service that can be rendered. It is 
hoped by this means to make it possible for 
an agent to do his work quickly and to enable 
him to dispense, to a large degree, with the 
usual preliminaries of selling his company and 
himself. 

The meeting got under way early Monday 
morning with an address of welcome by Nor- 
man C. Stevens, mayor of Hartford, and also 
one by the new president of the company, 
\. A. Welch. 
Williamson, ‘Chicago manager of the com- 
pany and president of the Field Mens Club. 
This was followed by a discussion by J. R. 
Larus, of the home office staff, of the com- 
pany’s new income bond, and the morning ses- 
sion was closed by an address by John R. 
Holcombe, chairman of the board of directors, 
who spoke to the topic, “A Half Century of 


Response was made by W. W. 


Progress.” 

The feature of the Monday afternoon ses- 
tion was the address of Dr. S. S. Huebner, of 
the Warton School of Finance, who believes 
that the whole subject of insurance, and espe- 
cially life insurance, should be included as a 
regular part of the studies in political economy 
and corporation finance of the higher institu- 
tions of learning. 


PHOENIX Mutuat’s ADVERTISING 

The scope of the national advertising cam- 
paign which is being undertaken by the Pheenix 
Mutual was carefully gone over by Vice- 
President Winslow Russell in the opening ad- 
dress this morning. This campaign is being 
conducted chiefly in the Literary Digest and 
the American Magazine, and has been so suc- 
cessful that a number of agents were able to 
point to substantial business gains as a direct 
result of it, although it is carried on with an 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















eye to the indirect, rather than direct, benefits 
which may be derived from it. In reviewing 
the advertisements already run, Mr. Russell 
pointed out that the chief purpose of them is 
to convince the public that the agents of the 
Phcenix Mutual are selected because of their 
trustworthiness and ability. By consistent 
work along that line the company hopes to be 
able to break down much of the resistance 
which the agents ordinarily encounter in a 
cold canvass. 

Some very interesting sidelights on ways and 
means of following up such a campaign locally 

(Continued on page 37) 








ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 


erence required. Write. 

A. E. JOHNSON, Asst. to Pres. 
CHICAGO NATIONAL 
LIFE INSURANCE CO. 

202 So. State St. Suite 314-324 


Chicago, Illinois 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 





THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. BARRY MAHOOL, Vice-President J. HOWARD IGLEHART, Medical Director 

















GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia and Michigan. 


Address ERNEST C. MILAIR, Vice President and Sec’y 


We have a few desirable openings in Michigan, 
Kentucky, West Virginia, Alabama and North Carolina 
for experienced aggressive men with general agency 
qualifications. 


Participating 5.4% on instalment set- 
Non-Participating tlements. 
Age Limits 10 to 65 $12,000,000 Assets 
Disability Income $102,000,000 insurance in 
Double Indemnity force 

Atlantic Life Insurance Company 
RICHMOND VIRGINIA 











WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 
Agents wanted in Indiana and Ohio. 

JOHN W. DRAGOO, Secretary 














MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women 


A ‘*Millionaire’’ Fraternal Benefit Society 
The Rates Are Adequate 
The Membership is over 255,000 
The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE 





Supreme Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron, Mich. 
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YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE CO. 


HOME OFFICE SHREVEPORT, LA. 
J.C. EVERETT, Mer. J. E. LEEPER, Megr., 
317 Wilson Bldg. P. O. Box 1077, 
Dallas, Texas Little Rock, Ark. 


Will open new terri- 
tory if justifiable. 




















THE PEOPLES LIFE INSURANCE CO. 


of Illinois 


A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 
Home Office Peoples Life Bldg. 
Chicago 
SEYMOUR STEDMAN, Pres. 
M. J. HIGGINS, General Agent 








ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $158,000,000.00 
Assets Over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1. Liberal First Year Commissions 
2. Continuous Renewals—thus. insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 





WILLIAM MONTGOMERY, President 





Homer Building Washington, D. C. 
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FIRE 


Evidence held sufficient to show authority 
of insurer’s agent to pay premium note. 
The mere acceptance by. the assured of a 
policy containing false statements does not 
charge him with hase of notifying the in- 
surer. 

Action was brought to recover for loss of a 
threshing machine under a policy of fire in- 
surance. The insurer was represented at Sid- 
ney, Neb., by Lavoni & Son. The policy of 
insurance was originally taken out through an 
employee of this insurance agency—the plain- 
tiff signing the application together with a 
note for $52, payable September 1, 1921, at the 
home office of the company at Lincoln, Neb. 
Prior to the due date of the note, the com- 
pany sent plaintiff two notices to pay, but it 
was not paid on maturity. On September 21, 
1921, plaintiff paid Carl Lavoni $52.21, being 
the amount due upon the note with interest. 

Carl Lavoni was not the agent of defendant 
for any purpose, but he turned the money over 
to Lavoni & Son, who on September 22 mailed 
a check for this amount to defendant at Lin- 
coln, with a letter requesting return of the 
note. This letter was not received by de- 
fendant until the morning of September 24, 
when the check was accepted by the company 
and the note mailed to Lavoni & Son. 

Some time on September 23 the threshing 
machine was destroyed by fire, and notice 
thereof having been given defendant on Sep- 
tember 25, it then made an investigation and 
returned to plaintiff the sum of $52.00. 

Defendant presented two defenses (1) that 
Lavoni & Son were not the agents of the 
defendant for purpose of collecting the note, 
and had no authority to receive payment, and 
(2) that plaintiff in his application falsely 
represented that there were no incumbrances 
on the property. 

After verdict and judgment for plaintiff the 
defendant appealed. 

The evidence showed that, although the col- 
lection of premium notes was not within the 
general duties of Lavoni & Son, sometimes 
they did collect such notes and remit the 
Proceeds to defendant. It is the almost uni- 
versal custom for the assured to pay the pre- 
mium to the soliciting agent, and the fact that 
the note was payable in Lincoln did not pre- 
clude its payment elsewhere. Under ordinary 
conditions the acceptance of the money from 
the agent would bind the insurance company 
under the principle that the agent’s apparent 
authority has been ratified by the company. 
The fact that the loss occurred between the 
Payment to Lavoni and the receipt of the 
money by the defendant would not change the 
Principle. The finding of the jury as to the 
agent’s authority to receive payment is sus- 
tained by the evidence. 

The application for the policy contained the 


TNSUTATICEC . Deelelons 


By Yoseph @). Seller of the Neo York Bar 


following questions designed to bring out the 
facts: 

“Incumbrance on the above described prop- 
erty $——.” And it contained the following 
warranty: 

“T further warrant that all answers to above 
questions, as shown herein, are true, * * * 
and I further warrant that no one except the 
signer or signers hereof has any interest in 
the property above described except as stated 
in the application, either as mortgagee or 
otherwise.” 

Plaintiff testified that, at the time the ap- 
plication was filled out, the agent asked 
him whether there was anything against the 
machine, and that he replied yes, two or three 
small mortgages, but he didn’t think that they 
were on record. The agent replied, “If they 
are small we will not pay any attention to 
that.” It appeared that there were three mort- 
gages covering the machine, one for $1237, a 
second for $429.10, and also one for $400, which 
plaintiff claimed had been settled and paid off, 
but which was disputed by the mortgagee. 

Held that as the applicant had made a truth- 
ful disclosure, and as the insurance agent had 
written false answers in the application, he acts 
as the agent of the insurance company, and 
the latter is estopped from claiming that the 
representation was false. 

Defendant also contended that when the 
plaintiff accepted the policy, which contained a 
copy of the application with the false answer 
referred to, it was his duty to read it, and that 
the assured plaintiff was bound to know that 
the application contained a false statement. 

The contract provided that this policy shall 
be too harsh a rule, especially under the circum- 
stances, to hold that the mere acceptance of a 
policy containing misstatements of fact should 
bind the assured as false representations made 
by him. Judgment be affirmed. Busboom vs. 
Capitol Fire Ins. Co. (Supreme Court of Ne- 
braska), 197 N. W. Rep. 957. 





LIFE 


Incontestable Clause in Life Insurance 
Policy means what it says. 

The policy provided that “this policy shall be 
incontestable after two years from its date of 
issue except for non-payment of premiums.” 
The insured died within two years from its 
date of issue, and proof of death was there- 
after filed by the beneficiary. The defendant 
company refused to pay the insurance, claim- 
ing that the insured had made material misrep- 
resentations. The insured had done nothing until 
the proof of death was filed and an action on 
the policy commenced by the beneficiary after 
the expiration of the two-year period. The 
court held that the great weight of authority 
is to the effect that the insured must at least 
disclaim liability within the incontestable pe- 
riod of two years. Such disclaimer need not 
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necessarily be by legal action, but may be by 
some definite step stating the ground of com- 
plaint in such form as to effect a cancellation 
of the contract. The court held that the pol- 
icy means exactly what it says; that is, that 
during the two-year period the company may 
contest the policy for any sufficient reason. 
The death of the insured within the two-year 
period does not relieve the company of the duty 
to investigate any false or fraudulent state- 
ments upon which the policy was based. The 
court also intimated that notice of cancellation 
or rescission of the insurance contract given to 
the insured within the two-year period would 
be sufficient to permit the company to defend 
later. The court’s language is as follows: 

The knowledge that false representations 
have been made must be ascertained within the 
two years, and in the same time the company 
by some act must rescind, cancel or notify the 
insured or the beneficiary that it will no longer 
be bound by the policy. 

While it is true a cause of action arises at 
the death of the insured the terms of the pol- 
icy are not changed, and though payment of 
the insurance money is the result of death and 
payment of premium ceases, the incontestable 
stipulation is not affected; it survives and con- 
tinues in unbroken force until it expires by 
its own limitation two years from the date of 
issue. The insurer is not placed at any disad- 
vantage; its position is not in the slightest 
degree affected. It is in precisely the same 
position as if the insured had lived during the 
two years. Had the policy read two years 
from the date thereof, “provided the insured 
does not die within the two years,” a different 
question would be presented. 

Feierman vs. Eureka Life Ins. Co. (Supreme 
Court of Pennsylvania), 124 Atlantic Reporter 
175: 

The New York rule is directly contra. 


DEATH OF AUSTIN A. HEATH 
President of Ridgely Protective Associa- 
tion Was Noted Executive 
Austin A. Heath, president of the Ridgely 
Protective Association, Worcester, died at his 
home in that city last week, having been head 
of the organization almost since its inception. 
Mr. Heath was one of the best-known execu- 
tives in his territory and was personally re- 
sponsible for a large measure of the success 
which the association enjoyed. He is survived, 
on the company’s staff, by two relatives, Mel- 
ville F. Heath, vice-president, and V. L. Heath, 

treasurer. 

The Ridgely Protective Association, formed 
in 1894, originally was operated on the 
mutual plan but, in 1907, was reorganized as 
a stock company with a paid-in capital of $100,- 
000, insuring only members of the Independent 
Order of Odd Fellows. Under the guidance of 
President Heath it increased its financial sta- 
bility and is now in the million-dollar class. 
The demise of President Heath will be keenly 
felt by every man connected with the company. 
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HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Building 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 




















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 


mobile-Hartford National Hartford Casualty Co. 
American Equitable U. 8. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 

















Actuarial 








Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 
Consulting Actuaries 


Audits Calculations 
Examinations 


50 BROAD STREET 


Consultations 
Valuations 


NEW YORK 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 








DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 





JULIAN C. HARVEY, F. A. I. A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ SL.LOUIS, MO. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 














JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


F. M. SPEAKMAN, C.P.A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 














A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place,N.W. Independent Life Building 














FREDERIC S. WITHINGTON 


F.A.1. A. 


CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 














Conservation Specialists 


The Otis Hann Company, Inc. 
‘*Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 














W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 
and STATISTICIAN 


Workmen’s Compensation 
Liability and Casualty Lines 
Industrial Funds, ete. 


Philadelphia 


1600 Bankers’ Trust Bldg. 

















Consulting Engineers 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 











JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 
37 Wall St. Tel. Hanover 6718 New York City 
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Statisticians such lines as are provided for under the abid- Study Sales Equipment 
ing laws. (Concluded from page 33) 
— were given by C. Hugh Blair, who represents 


STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 























Whitehall 20 Vesey Street 
7796 New York 
| Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- | 
sirable. } 

Phone: JOHN 1090 





50 John St. New York City 








NATIONAL SURETY OUTING 
New York Indemnity Employees Will Also 
Attend 


Employees of the National Surety Company, 
New York, will hold their second annual ex- 
Bear Mountain, on the Hudson 
River, on Saturday, June 14. The affair is 
sponsored by the several company clubs and A. 
Bowsfield is chairman of the general committee. 

This year employees of the New York In- 
demnity Company, the National Surety Com- 
pany’s running mate in the casualty field, will 
join in the affair. It is expected that more than 
1000 will attend. 


cursion to 


Company Seeks Mandamus to Force 
License 
heen William Otis 
Badger, Jr., acting counsel for the General I[n- 
surance Company of America, Seattle, Wash., 
for securing a writ of mandamus to force 
Superintendent of Insurance Francis R. Stod- 
dard, Jr., to license the General to operate in 
New York State, doing such classes of busi- 
ness as is provided for under Section 110 of 
the New York Insurance Law. Superintend- 
ent Stoddard, in declining to admit the com- 
pany, refers the case to the long-established 
proclivity of the insurance department to re- 
fuse to admit such companies from other 
States as enjoy greater writing powers in their 
own State than are allowed in New York 
State. The General in its own State transacts 


Action has started hy 


a full automobile coverage. fire, theft, liability, 
Property damage, and collision insurance busi- 
hess, but on admission to this State desires only 


REPORT ON NEW YORK LIFE 
Company’s Business Methods Praised 


The New York State Insurance Law re- 
quires a thorough and complete inspection of 
all life insurance companies doing business 
within the State at least once in every three 
years. The inspection of the New York Life 
Insurance Company for the year ending De- 
cember 31, 1922, has been completed by the 
New York Insurance Department, and the re- 
port of October 31, 1923, is just at hand. It 
is too voluminous to give in full, but we quote 
a few items from this report, believing that 
they will be of general interest to the public at 
large: 


Death Claims.—The results of the work 
done on this branch of the examination indi- 
cate that the company settles its claims 
promptly upon receipt of complete proofs of 
death. Assistance is rendered to claimants in 
filing proofs of death. Technicalities are ig- 
nored wherever possible in making settlement. 
Age adjustments are equitably made with the 
provision for readjustment upon receipt of 
satisfactory evidence of the true ages. 

Disability Benefits—It appears from the 
cases examined that claims for disability ben- 
efits are accorded very liberal treatment by the 
company. The provisions of the policy con- 
tracts are liberally interpreted, and no disposi- 
tion to stand upon technicalities is manifest. In 
the case of the older contracts, which are not 
so liberal in their terms as those of more re- 
cent issue, certain concessions are made. These 
concessions appear to be consistently and 
equitably applied. 

The provision in these rules for benefits in 
cases where the proofs of death indicate that 
a claim for benefits would have been allowed, 
had it been made, is a very liberal one. Among 
the cases examined were several which had 
been referred to the Committee on Disability 
Claims by the Death Loss Division. The pro- 
cedure in cases of this sort is as follows: If 
the claim examiner finds that the proofs indi- 
cate that the case might come under this ruling, 
he refers the claim to Assistant Secretary 
Haskell, who in turn refers it to the committee 
if, in his judgment, the facts warrant such ac- 
tion. If the proofs show clearly the duration 
of disability, and benefits would be operative, 
payment is made without further investigation. 
If proofs indicate strong probability that dis- 
ability had existed long enough for benefits to 
become operative, but duration is not definitely 
shown, an inspection report is secured before 
action is taken by the committee. 

The company has succeeded in effecting re- 
insurance and transfer of the major portion of 
its business outside of the United States. The 
profit on account of such transfers due to 
favorable exchange rates has been considerable. 


W. H. Norris Given Farewell Dinner 


A farewell dinner was given Thursday even- 
ing at the Waldorf-Astoria by C. M. Hansen, 
vice-president and general manager of the Gen- 
eral Reinsurance Corporation, to a small party 
of friends in honor of W. H. Norris, accident 
manager of the London Assurance Company. 
Mr. Norris arrived in New York from Great 
Britain some time ago, and the dinner was 
given him on the eve of his sailing home, as 
a proof of the many friends he has made dur- 
ing his stay in this country. 
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the company at Newcastle, Pa. Mr. Blair uses 
a space in the newspapers one column wide and 
about five inches deep every week, and in it 
inserts a crisp paragraph having a local flavor, 
usually describing some unusual contract, as he 
says, “devised and completed by C. Hugh 
Blair.” Through such means he has secured 
direct results which are astounding. 

John A. Reynolds, assistant secretary of the 
Union Trust Company of Detroit, reviewed 
the work of his company in co-operating with 
the life insurance agents of that city during 
the past few years, and clearly demonstrated 
that it has heen able to be of great service to 
life insurance while advancing its own ends. 
Of particular interest was the display of a 
series of full-page rotogravure advertisements 
which the company has run from time to time 
in the Detroit Sunday papers, and which have 
pointed out the value of the life insurance trust 
in a very compelling manner. Mr. Reynolds 
said that every life insurance agent in Detroit 
had been supplied with a portfolio containing 
reprints of these advertisements, and that they 
had frequently been used as a direct aid to the 
placing of policies. He also said that he be- 
lieved that, as a direct result of the efforts of 
his company to co-operate with the life insur- 
ance agents of that vicinity, the amount of life 
insurance trusts in force in his company had 
probably increased more than five times that of 
any other trust companies there. 


VALUE oF ANNUITIES 


This afternoon contained a number of in- 
teresting features, but outstanding among them 
was a short talk by Mr. Larus upon the value 
of annuities. The Phcenix Mutual has been 
pushing the sale of annuities during the past 
few years, and as a result its income from 
single premiums has grown from $250,000 in 
1921 to over $1,000,000 in 1923. Mr. Larus 
stated that he believed that the Phoenix could 
show the best rate of any company on this class 
of business, and urged the men to sell it con- 
sistently. He mentioned in particular the great 
advantages of an annuity for a man with no 
dependents or a woman who has a large princi- 
pal sum to invest without the experience to 
back it up. 


ENTERTAINMENT FEATURES 


The entertainment provided the men was of 
the highest class. This included an amateur 
theatrical Monday evening, which consisted of 
a view of the inner workings of the Paradise 
Mutual Life Insurance Company, a_ negro 
company, operating in a highly entertaining 
fashion. Dancing followed. 

This evening a banquet was held, at which 
the Insurance Commissioner of Connecticut, 
Howard P. Dunham, was one of the guests of 
honor. Wednesday will be taken up entirely 
by golf, baseball and tennis at the Farmington 
Country Club. On Thursday the managers 
will have a series of conferences. 
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An Exceptional Opportunity 
for 


General Agency Contract 
Unusually Liberal Terms 
Splendid Territory 

Home Office Cooperation 


Oldest Legal Reserve Company in Texas. 


Texas Life Insurance Company 
Write Today Waco, Texas 


HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 

Premiums received during the year 1923 

Payments to Policyholders and their Beneficiaries in Death 
Claims, Endowments, Dividends, etc 

Increase in Assets 

Actual Mortality 56% of the amount expected. 

Insurance in Force 

Admitted Assets 


$7,686,855 


5,871,544 
2,401,507 
247,373,210 
48,655,222 
For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 


























Are Youa Man 


Who is possessed of an ambition to do bigger and better things? 
Have you a clean record and the ability to secure and build up 
a high class Life Insurance Organization? 

Are you a man big enough to consider an attractive manager s 
contract for Pittsburgh, Pa.? 

If so, we will be glad to get in touch with you and arrange for a 
conference. 


Address Agency Department, care The Spectator 

















EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 
CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 








THE 


Boston Mutual Life Insurance 
Company 


“The Company of the 


77 Kilby Street ia ee BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms,of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 





PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab- 
lished publishing house of Charles & Edwin Layton of London, England, 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub- 


jects. 
J SEND TEN CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 




















NEW and up to date policy 
contracts. REAL SERVICE 
toPolicyholdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac- 
torily.§ SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 
JAS. H. JAMISON, Pres’t 


Jsuranco Company 


DES MOINES, IOWA 





SOUTHERN LIFE AND HEALTH INS. CO, 
“‘Oldest and Best’ 


Has openings for good debit men and business 
producers. 





P. O. BOX 884 BIRMINGHAM, ALA 
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A. Great 
American 
policy pro- 
vides com- 
plete pro- 
tection in 
Ohio’s 
largest and 
strongest 
automobile 
insurance 
company. 


Tis Groat Amanioan)iutual 
lindlemmitiy Company 


“ Spe 


a S, 


MANSFIELD, OHIO 














Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionable 


references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 


The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 

Philadelphia, Pa. 








Independence Square 
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THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 











